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GAINS IN 1940 


In Total Insurance in Force . . . . . . . . $15,274,500 
In Premium Income To en ee ee ee ee ee 1,357,597 


py 0 ee ee we 593,644 
In Assets oe SO ke Ee. alone a & eee 


GROWTH IN 20 YEARS 
INSURANCE 
INCOME ASSETS IN FORCE 
1920 $13,816,722 $57,168,930 $294,348,813 
1930 34,577,180 150,103,535 623,567,336 
1940 45,883,538 269,521,425 689,636,169 





Many years ago, the men who originated the Agency Plan of the Phoenix Mutual 
expressed the belief that carefully selected representatives, properly trained, 


would automatically bring quality of business. 
In 1940, terminations through lapse, surrender and expiration were only 3.8% of 


the total insurance in force at the beginning of the year. This is the lowest 
ratio‘in our entire history, and compares with 4.7% in 1938 and 4.3% in 1939. 


This record, one of the best among all companies, is a tribute both to a sound 
agency plan and to our field representatives who are selling a high grade of 


business and doing an excellent job of keeping it in force. 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 


OF HARTFORD, CONNECTICUT 
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RESOURCES 
Cash in Bank and Office............ $ 2,962,325.15 
Balances are carried in 5] banks. 
"Brwiis ord GOOGES................. 65,617,293.50 
The Company holds $23,285,264 in U. S. d Canadian Gov- 
ernment direct and guaranteed bonds; 7 113,861 of state, 
provincial, county and municipal bonds; $5, 679, 166 in ge 
road bonds; $16, bo0.2 292 in public utility bonds; $405,212 
industrial and other bonds; $480,000 in preferred stocks a 
railroads, public utilities, and basic industries; and other, 
$2,453,498. 
First Mortgage Loans.............. 51,862,185.03 


$49,315,497.08 on city properties and $2,546,687.95 on farm 
properties; $29,196,967 of these are Federal Housing, Authority 
loans, which are, in effect, guaranteed by the U. S. Govern- 
ment. 


Loans to Policyholders............. 


No loan exceeds the cash value of the policy 


Trusteed Assets 
These assets are being administered by Trustees for benefit 
of policyholders of certain reinsured companies. 


Balance Due on Properties Sold 
Under Contract 


21,295,692.19 
6,448,154.27 


4 389,261.51 


Foreclosed Real Estate Unsold...... 6,498, 689.02 
Interest Due and Accrued........... 1,190,182.08 
Accrued but not yet due $964,217.37; due $225,964.71. 

Net Premiums in Course of Collection 5,159,100.33 
These premiums were due but not received at the Home 

Office on December 31. A reserve of corresponding amount 

is included in our liabilities. 

Home Office Property.............. 2,073,858.07 
All Other Resources................ 1,143,453.31 





ee $168,640,194.46 


*Detailed list of bonds and stocks will be mailed upon request. 





Insurance in force as of December 31, 1940, 
stood at $1,091,527,803. This figure includes an 


increase during the year 1940 of $56,678,070. made in this item. 





THE 36th ANNUAL STATEMENT 


THE LINCOLN NATIONAL LIFE INSURANCE COMPANY 


FORT WAYNE, INDIANA 


Balance Sheet as of December 31, 1940, Condensed from the Report Filed with the Indiana Insurance Department 


Surplus to protect policyholders at the end 
of 1940 stood at $10,030,335.58. 
year 1940, an increase of $1,089,170 was 








LIABILITIES 
ee $150,077 ,423.71 


This is the amount which with interest and future premiums 
will pay all policy claims as they mature. ; 


eye . ‘ 
Additional Policyholders’ Funds..... 
Amounts set aside for, or already apportioned to policies in 
addition to the reserve. 
Premiums and Interest............. 
Many policyholders take the precaution to pay their ‘al 
miums in advance to avoid possibility of overlooking t 
at the due date. Considerable interest on loans is os 
paid in advance. 


Claim Reserve 


For claims not yet completed or reported. 


Reserves for Taxes Payable in 1941... 


1 309,593.79 


2,729,054.30 


1 361,293.23 


730,224.94 


Reserve for Miscellaneous 
Contingencies 


All Other Liabilities................. 


1 068,334.17 
1 333,939.14 





Total Liabilities (except capital)..... $158,609,858.88 











CE 55 oo ce ea $2,500,000.00 
Unassigned Surplus .... 5,000,000.00 
Special Surplus for 
Contingencies ....... 2,930,335.98 
Surplus to Protect Policyholders..... 10,030,335.58 
ND) 6-2 BU, pe wak iene es ees aoe $168,640,194.46 
Assets as of December 31, 1940, stood at 


During the $168,640,194. Increase in assets during the 


year amounted to $11,749,009. 
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Inconsistencies in 
Relief Act Expected 
to Cause Trouble 


Ralph Kastner Points Out 

Possible Complications 

in Administration 

Numerous complications and_ prob- 
lems are expected to arise in the admin- 
istration of the soldiers’ and sailors’ civil 
relief act of 1940 because of the incon- 


sistencies in its provisions, Ralph H. 
Kastner, associate general counsel 
American Life Convention. predicted 


before the Life Agency Cashiers divi- 
sion of the Chicago Association of Life 
Underwriters. The 1940 act is practi- 
cally the same as the 1918 act on which 
very few rulings and interpretations 
exist. 

The act covers the rights of only 
three parties, the insured, insurer and 
government and does not consider the 
beneficiary, although the latter may have 
a vested interest in the policy. Once 
the assured applies for relief he cannot 
take advantage of the automatic loan 
provisions of his policy and dividends 
must be used to reduce the premium. 
The government’s responsibility for 
paying premiums ends a year after the 
assured leaves the service so that there 
will probably have to be arrangements 
for prorating the insured’s and govern- 
ment’s share of the premium for that 
year, 

The constitutionalitv of the 1918 act 
was upheld on the grounds that it was 
a war act but this, of course, does not 
apply to the 1940 act, Mr. Kastner 
pointed out. 


Blanks Are Scarce 


Although applications are being re- 
ceived already by the companies for re- 
lief under the act, forms are not gener- 
ally available from the government 
Printing office. Mr. Kastner said that 
the veterans’ administration will permit 
the companies to reproduce their own 

anks so as to take care of require- 
ments for the time being. 

Most of the companies have not set up 
any set procedure to handle the situa- 
tion. It will be necessary for the home 
office and local branch to see that proper 
records are kent of the transactions and 
on the status of policies involved. Some 
sompanies propose temporarily to re- 
eve field offices of handling such poli- 
cies and have the records turned over to 
the home office. Premium notices will 
J€ continued to be mailed out to the 
msured at the last known address in 
order to comply with the state laws. 


Arrangements for Commissions 


er, majority of companies are plan- 
an Oo pay commissions as soon as 
pe le ne the certificates from the 
be “a administration although some 
. Planning to make the agents wait 
hger in order to discourage writing of 
(CONTINUED ON PAGE 17) 





Defense Boom Stimulates 
Sale of Key Man Cover 


The sale of key man business insur- 
ance has increased sharply in the New 
York territory recently, attributable to 
the rearmament program and_ the 
chances are that a similar trend will de- 
velop in the middle west, Leon Gilbert 
Simon, Equitable Society, New York, 
told an attentive audience at a lunch- 
eon meeting of the Chicago Life In- 
surance & Trust Council. 

With industrial efficiency of para- 
mount importance, large organizations 
particularly are developing a keen sense 
of appreciation of the value to them of 
executives who are able to deliver the 
goods. These executives are not always 
officers of corporations. They may be 
plant superintendents or sales direc- 
tors. The agent’s job, he observed, is 
to ferret out these valuable lives. The 
suggestion that they be insured for the 
benefit of the corporation is likely, 
under current conditions, to fall on re- 
ceptive ears. 


Visitors From Detroit 


In the absence of H. K. Nickell, Con- 
necticut General Life, who was at his 
home office, Roy K. Thomas of the 
City National Bank, vice-president of 
the council, presided. Attending from 
Detroit were George E. Lackey, gen- 
eral agent for Massachusetts Mutual, 
who stated that steps are being taken 
to organize a life insurance and trust 
council in his city, and two members 
of Mr. Lackey’s agency—H. Ben Ruhl 
and E. J. Dore. 

Although there is current interest es- 
pecially in key man insurance, Mr. Si- 
mon said that 80 percent of the busi- 
ness insurance that is written is for the 
purpose of retiring one man’s interest, 
so that the survivor can carry on the 
enterprise. He pointed out that be- 
cause there is a transfer of interest in- 
volved, an outside trustee, such as a 
trust company, is needed to supervise 
the transaction under a deed of trust. 
Trust companies should be interested 
in such business, he declared, because 
frequently when a trust company is 
selected to handle a man’s business in- 
terests, it subsequently gets that man’s 
general estate. 

Mr. Simon observed that the first 
block in the struct-re is to provide that 
at the death of one, the survivor has 
the right to buy out his interest. Such 
an agreement is not sufficient, however. 
The survivor needs the ability to buy 
and it is the function of the insurance 
man to provide that ability. The in- 
surance policy matures at the moment 
that the man exercises his right to buy. 


Trust Company’s Functions 


Functions of a trust company include 
that of making a proper evaluation, 
seeing that the money passes quickly; 
if there is not sufficient funds to make 
the payments, to supervise the payment 
of installments until the transaction is 
completed. 

Mr. Simon refers to the trust com- 
pany as a “financial policeman empow- 
ered by law to carry out your inten- 
tions.” 

Most business insurance policies, he 
said, are very small. However, the 
number of small businesses that may 


some day come into the larger brackets 
for trusteeship is legion. 

One of Mr. Simon’s tips is that when 
the agent gets the partners together he 
should speak in terms of his client as 
the theoretic survivor. He cautioned 
against showing clients specimen agree- 
ments, as that gives them an opportu- 
nity to delay action and may lead to 
bickering over incidental points. 

There is no substitute for the system 
of trial and error, he said. When an 
agent fails on a case, he has learned 
how to improve his methods. 


Later Sales Develop 


Once having sold a business case, 
Mr. Simon recommended that the 
agent call back to determine whether 
valuations have increased; whether the 
basic interest has become enlarged and 
more insurance is needed. 

Mr. Simon puts on his tickler the in- 
ventory date of his customers and he 
approaches them 10 days after that 
date, inquiring whether their agree- 
ments are still self-completing. By that 
he means whether there is enough in- 
surance in view of enhancement of val- 
ules, to retire the various interests. If, 
however, he knows that a firm has suf- 
fered a loss, he defers such a call. 

When the meeting was opened for 
questions, Mr. Simon was _ peppered 
from all sides. Finally, Mr. Thomas 
had to cut the proceedings short, as the 
afternoon was growing late. One ques- 
tion was whether it is advisable to have 
the corporation pay the premium or 
the stockholders in stock retirement 
cases. Mr. Simon said that in not one 
of his cases does the corporation pay 
the premium. He is firmly against such 
a procedure because of the possibility 
of litigation that might ensue. Occa- 
sionally, to facilitate the mechanics, the 
corporation is billed for the premium, 
but it is reimbursed by the stock- 
holders. 


Finally Admits Exception 


Mr. Simon’s opinion was asked as to 
a situation when a man has so much 
personal insurance that he is not able 
to pay for an additional line. Mr. Si- 
mon suggested then that the corpora- 
tion increase the man’s salary, but the 
inquirier said that the man is in the high- 
est income bracket and an increase in 
salary would actually penalize him. 
Under those circumstances, Mr. Simon 
said that the corporation should pay 
the premium, but he advised against 
making a habit of that. 

The question was asked as to a situa- 
tion when A dies, owning policies on 
B and C. 

Mr. Simon said the provision should 
be that the decedent’s estate sell the poli- 
cies on the lives of the survivors to the 
survivors for the premiums actually 
paid, or if the survivors don’t exercise 
that privilege within 60 days, then the 
executor surrender the policy for cash. 
He said that usually the decedent’s 
estate does surrender the policies. 

The speaker was asked on his advice 
where one of the stockholders is age 25 
and the other age 50. Mr. Simon said 
the actuarial theory is that the 50 year 

(CONTINUED ON PAGE 15) 


Anderson States 


His Attitude on 
Peoples Committee 


Releases Letter of Resigna- 
tion to N. A. L. U. as 
Legislative Chairman 


C. Vivian Anderson of Cincinnati 
has made public his letter of resigna- 
tion as chairman of the law and legis- 
lation committee of the National 
Association of Life Underwriters. Mr. 
Anderson resigned because he is taking 
a foremost part in the work of the Peo- 
ple’s Committee to Defend Life Insur- 
ance & Savings. He desired to remove 
any possible cause for embarrassment 
to the National association that might 
arise from his connection with the 
People’s Committee. It is understood 
that Mr. Anderson also offered to re- 
sign as chairman of the law and legis- 
lative committee of the Ohio Associa- 
tion of Life Underwriters but the 
directors declined to accept his resigna- 
tion. Mr. Anderson is a past presi- 
dent of the National Association of 
Life Underwriters. His letter of resig- 
nation follows: : 

“Before the last election a group of 
life insurance policyholders organized 
the Peoples Committee to Defend Life 
Insurance & Savings, whose purpose 
was to call to the attention of the own- 
ers of life insurance and savings ac- 
counts in the United States the danger 
of inflation if the unbridled spending 
of the federal government were not 
halted. 


Political Aspect 


“This committee felt that a change of 
administration through the election of 
Wendell Willkie might possibly lessen 
the danger of inflation, and to this ex- 
tent its activities could be considered 
political. 

“The pamphlet which was distributed 
by the Peoples Committee has been 
grossly misinterpreted. No intelligent 
person can read into that pamphlet any 
detrimental remarks in regard to the 
security of the life insurance companies, 
nor can it be said that the committee 
undertook to speak for the institution 
of life insurance. The committee spoke 
for policyholders and owners of sav- 
ings accounts, and emphasized the pos- 
sible decrease in the purchasing power 
of the dollars which would be received 
by their beneficiaries. One has only to 
read the daily papers and study the 
Federal Reserve Board’s proposal in 
regard to the monetary system to ap- 
preciate that the threat of inflation as 
outlined in the pamphlet is still with us. 

“As Mr. Robert E. Smith, secretary 
of the Peoples Committee, testified 
before the Senate investigating commit- 
tee headed by Senator Gillette during 
the campaign, the Peoples Committee 
had no connection whatever with the 

(CONTINUED ON PAGE 15) 
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Company StatementsShow Big Gains 


Preliminary figures on New York 
Life’s business for 1940 show insurance 
in force amounting to $6,895,182,749, an 
increase of $64,347,953. New paid for 
came to $425,970,300. Payments to 
policyholders and beneficiaries, includ- 
ing death benefits $69,379,279 and liv- 
ing policyholders $135,015,066, totaled 
$204,394,345. Assets were $2,869,735,- 
205, an increase of $107,456,722. Vol- 
untary investment reserve was $50,000,- 
000, and surplus $127,073,603, an in- 
crease of $1,434,581. 

In addition to putting aside over 
$39,000,000 for dividends payable to 
policyholders in 1941, the company has 
further strengthened its reserves and 
has written down the asset values of 
real estate and mortgage loans by over 
$35,000,000. 

TRAVELERS 

During 1940 benefits paid by the 
Travelers companies amounted to $111,- 
355,621, bringing the total since organi- 
zation just under the two billion mark. 
More than half of the aggregate was 
paid out during the past 10 years when 
funds were urgently needed. In addi- 
tion to $1,052,969,217 in benefits paid 
from 1931 to 1940 inclusive Travelers 
paid out large sums in surrender values 
to life policyholders and loaned addi- 
tional amounts on the security of poli- 
cies. 

Policy loans at the end of the year 
amounted to $109,140,502 as compared 
to $116,117,009 the preceding year. Of 
this decrease, loans transferred to banks 
amounted to $5,780,000, 

The number of payments made to pol- 
icvholders and beneficiaries during the 
year reached a new high figure of 1,249,- 
487. This meant the issuance of more 
than 4,000 checks and drafts per busi- 
ness day. “It is not sufficiently recog- 
nized,’ said President Zacher, “that 
these benefits which are voluntarily 
sought by policyholders are an immeas- 
urable relief to the country as a whole. 
Without them the tax burden would be 
far greater and the replacement of prop- 
erty a difficult problem.” 

Assets of Travelers at the end of the 
year were: $1,098,664,026, an increase of 
$59,461,383; life insurance’ reserves 
$943,449,003;,A. & H. reserves $12,432,- 
706; compensation and liability reserves 
$51,501,897, capital $20,000,000, and net 
surplus $45,759,513, increase $4,640,428. 

The five billion mark in insurance in 
force was passed, the figure being $5,- 
218,568,525, an increase of $231,597,344. 
Ordinary in force is $2,756,649,000; 
wholesale is $67,730,000 and group $2,- 
394,189,000. 

In life insurance lowered interest rates 
have so reduced earnings on invested re- 


serves that any advantages that might 
have accrued to policyholders from ad- 
vances in medical science have been 
more than offset, Mr. Zacher com- 
mented. 

“From both organizational and finan- 
cial standpoints the Travelers compa- 
nies find themselves well prepared for 
the present period of unusual business 
activity,” Mr. Zacher stated. “In both 
the home office and in the branches are 
adequate staffs well trained to handle 
the additional business anticipated and 
each of the four companies is prepared | 
to set up the reserves that unusual 
growth would require. Conditions are 
favorable to the expansion of group life, 
accident, sickness and _ hospitalization 
lines and for a plan of life insurance 
originated by the Travelers, variously 
known as salary allotment, salary sav- 
ings or salary deduction insurance.” 


JOHN HANCOCK MUTUAL 


John Hancock Mutual Life showed 
exceptional growth in 1940, indicated 
by an increase in assets of $72,649,667 
and an increase of insurance in force of 
$263,139,806. 

Assets passed the billion dollar mark 
in July and now amount to $1,054,369,- 
631, representing a gain for 1940 of 7.4 
percent. Insurance in force increased 
to $4,613,818,062. 

The market value of bonds is more 
than $32,000,000 greater than their amor- 
tized value used for asset figures. 

Payments to policyholders and bene- 
ficiaries amounted to $99,319,559, or 
$328,872 per business day. 

Dividends on ordinary policies for 
1941 will continue at the rate adopted 
in 1937 and continued for 1938, 1939 and 
1940. On retirement annuity contracts 
the formula for dividends was changed 
by reducing the factor of interest earn- 
ings available for distribution. 

The amount set aside for disburse- 
ment of dividends in 1941 is $22,196,889, 
an increase of $1,553,499. 

Policy reserve is $861,800,563. Sur- 
plus resources, which include a contin- 
gency reserve of $25,000,000, amount 
to $90,587,815, which is 9.4 percent of 
the liabilities. 

Mortality experience was favorable for 
all classes of business and was lower 
than it ever has been. 


SUN LIFE OF CANADA 


Assets of Sun Life of Canada were 
approximately $950,000,000, an increase 
of $36,000,000 and a new high. Pay- 
ments to policyholders exceeded $94,- 
000,000, an increase of $4,000,000. Busi- 
ness in force increased $25,000,000 to 
$3,000,000,000. New business was $170,- 


000,000. Premium income _ exceeded 
$111,000,000 while total receipts in- 
creased to $167,000,000. Disbursements 
were $124,000,000. Bonds, principal 
item of assets and consisting of gov- 
ernment, municipal, public utility and 
others, increased more than $46,000,000 
to $507,000,000. Surplus and contin- 
gency reserve amounted to more than 
$28,000,000. Policies and group certif- 
icates in force number over 1,200,000. 

The normal death rate among U. S. 
policyholders in 1940 was higher than 
in either Great Britain or Canada, in- 
cluding mortality due to the war, said 
President Arthur B. Wood. Only 13 
percent of the company’s business was 
in Great Britain, and it did not operate 
in continental Europe. The small ex- 
posure of the company’s business to war 
mortality was evident from the fact that 
total claims on men in active service 
amounted to only $289,072, of which al- 
most 50 percent was due to accident 
and disease. Claims from civilians killed 
in air raids amounted to $58,345, and 
$146,055 on civilians lost at sea. All 
claims traceable to war conditions, num- 
bering only 119, represented less than 
half a million dollars, or lower than 2 
percent of total. This compares with 9 
percent of total claims incurred in the 
normal course of business by accidental 
causes, automobile accidents alone ac- 
counting for 4 percent. 

Mr. Wood reviewed liberalization of 
life contracts, emphasizing the uncon- 
ditional policy and underwriting of sub- 
standard risks. 

In the 70 years Sun Life has paid pol- 
icyholders and beneficiaries $1,390,000,- 
000, through wars and epidemics, booms 
and depressions. 

MUTUAL BENEFIT LIFE 

Mutual Benefit Life’s 96th annual re- 
port shows an increase in insurance in 
force, in amount of new business paid 
for and in assets to a new high point. 
Total admitted assets, as of Dec. 31 
were $751,540,298.17, a gain of $37,622,- 
625.44. Surplus has increased by $1,- 
622,013.35 to $31,936,780.49. 

Policyholders and _ beneficiaries  re- 
ceived payments last year amounting 
to $54,614,166.33, including dividend dis- 
tributions of $12,732,538.59. Of such 
totai disbursements $25,460,091.43 were 
paid to beneficiaries, while over 29 mil- 
lions were paid to living policyholders 
as matured endowments, surrender 
values, dividends, annuity payments and 
other benefits. 

Assets consist of: Cash, $10,690,736; 
bonds, $460,197,537; preferred and guar- 
anteed stocks, $7,019,007; mortgage 
loans, $112,187,450; real estate, $70,384,- 





FIGURES FROM DEC. 31, 1940, STATEMENTS 





Change 
in 
Assets 


Total 
Assets 


Bankers Life, Ia........251,508,743 
Continental Assur. ..... 36,665,085 
Fidelity Mutual Life... .135,306,470 
Fidelity Union Life 4,328,592 
Great Amer. Life, Tex... 465,442 
Home Life, N. ¥ 112,982,353 
Inter. Travelers Assur.. 537,998 
Kentucky Cent’l L. & A. 2,226,444 
London Life, 143,814,578 
Midland National Life.. 6,032,384 
Ministers Life & Cas.®,. 2,942,232 
Natl. Life & Accident... 83,468,930 
Northern Life, Wash... 21,377,955 
Pan-American Life . 42,056,672 
Penn Mutual Life 
Policyholders Natl. Life 
Seaboard Life, Tex. ‘ 
Shenandoah Life .. 
Standard Life, Pa.. 


10,219,777 
14,316,344 


Protected Home Circle. 
Security Benefit Assn.... 


1Excluding $2,250,000 reserve for security fluctuations and other 


contingencies. 


308. 


2Ledger assets transferred to Franklin Life, 


Decrease in capital stock, $225,000. 
SReinsured with Franklin Life, 
4Includes industrial and group. 


+ 11,429,293 
+ 3,014,942 
+ 6,142,230 

+ 520,387 

—-3,093,9212 

+ 6,059,985 
+ 48,570 

+ 221,115 
+ 8,843,739 
+ 242,901 
+ 350,188 

+ 10,861,092¢ 
+ 1,319,798 
+ 2,648,576 

+ 36,302,578 

. + 320,355 

° ,507,913 + 420,513 

+ 670,507 
+ 87,289 


+ 599,831 6 
+ 1,312,130 


$30,352,835. 


New 
Bus. 
1940 


Surplus to 
Policy- 
holders 


Ins. in Force in Ins. 


Dec. 31, 1940 


$ 
762,909,932 
274,442,684 
370,722,331 
27,560,838 
10,215,290 
424,327,748 
3,831,092 
23,214,407 
709,477,654 
26,386,594 
12,797,841 
771,474,205 
107,140,693 
2,240,550 20,867,850 175,629,643 
32,936,9357 145,990,841 1,996,757,014 
491,652 4,005,076 19,197,745 
364,943 4,718,799 28,509,429 
856,537 36,999,873 215,460,324 
477,641 2,001,883 19,559,774 


FRATERNALS 


8,72519 6,980,000! 58,240,809 
4,408,886 81,368,201 


$ 
56,710,378 
31,772,272 
25,821,486 
3,902,802 
16,079,883 
43,609,392 
150,648 1,183,624 
632,034 16,340,828 
7,419,362 113,473,5734 
1,156,387 4,704,515 
640,811 1,041,273 
10,443,287 212,305,509 
1,165,450 14,250,935 


12,325,1111 

3,849,8478 
6,636,630 
670,653 
325,000 
4,522,307 


2,818 


Springfield, $2,890,- contingencies. 


Change 
in Force 


+ 5,926,933 
+ 21,770,973 
+ 4,775,326 
+ 1,005,074 
—26,786,462% 
+ 16,794,159 
+ 358,000 
+ 1,255,110 
+ 55,127,7264 
+ 1,918,543 

+ 501,296 

+ 64,608,069 
+ 2,472,998 
+ 5,235,866 
+ 27,188,339 
+ 1,520,099 
+ 2,269,263 
+ 19,475,936 
+ 736,263 


—184,590 
—2,017,985 


Total 
Disburs. 
1940 
$ 


Benefits 
Paid 
1940 

$ 
21,231,930 
3,085,794 
11,131,854 


Total 
Income 
1940 


Prems. 
Income 
1940 


28,955,275 
5,473,494 
18,594,803 
516,562 
867,309 
16,114,415 
68,5939 
896,771 
19,771,030 
794,660 
670,925 
15,677,506 
3,865,090 
5,980,141 
91,377,436 
413,968 
399,071 
3,256,696 
665,512 


40,942,334 
8,555,339 
23,671,198 


24,628,775 
6,184,690 
13,594,364 
728,519 
868,266 
12,577,190 
101,2329 
951,310 
18,853,644 
662,406 
781,936 
21,697,400 
3,492,820 
6,067,105 
71,799,828 


116,710° 
1,031,705 
28,215,863 
1,039,603 
1,015,453 
24,967,712 
5,168,998 
8,551,135 
125,592,745 


11,609,606 
348,205 
482,992 

5,153,159 
2,087,425 
3,509,734 

56,383,569 
160,987 
127,539 

2,013,845 
345,703 


1,699,667 
2,403,972 


*Includes A. & H. business. 
7Surplus reserve for mortality and asset fluctuations 


and other 


Does not include contingency reserves of $510,078. 
MNot including reinstatements, 


$1,122,200. 


8Excludes $200,000 general contingency reserve. 


®*Life only. 


033; policy loans, $82,446,496; premiums 
due and unreported and miscellaneous 
$8,615,035. ’ 

New insurance paid for and revived 
consisted of 27,765 policies for a total 
amount of $123,529,135, an average pol. 
icy of $4,449. Premium collections for 
the year were $73,592,665. At Dec, 31 
it had in force 550,940 policies for $2. 
068,361,343. 


—_— 


BERKSHIRE LIFE 


The annual statement of Berkshire 
Life shows assets of $66,127,587. This 
is an all-time high and shows an jp. 
crease for the year of more than $2- 
000,000. 

New paid business was $16,901,847 
and is up 3% percent over 1939. 

Insurance in force was $216,551,392, 
rising $4,051,229 during the year, larg. 
est increase since 1930. 

Total income was $11,734,721, an in- 
crease of $275,746. 

Payments to policyholders and bene- 
ficiaries were $5,247,807, which was an 
increase of approximately $50,000. 

Policy reserves are $55,893,367, an 
increase -of $1,595,918. Present value of 
policyholders funds left on deposit were 
$7,378,608, an increase of $678,109. 


UNION MUTUAL LIFE 


Union Mutual Life of Portland, Me, 
in its new annual statement, shows as- 
sets of nearly $25,000,000, an increase of 
7.6 percent for the year. ‘The assets 
are at an all time peak. New business 
written exceeded $10,000,000, a gain of 
11.6 percent over 1939. Insurance in 
force is more than $80,000,000 as com- 
pared with $77,000,000 the previous year. 
In its 91 years Union Mutual Life has 
paid nearly $120,000,000 to policyholders 
and_ beneficiaries. 

More than 60 percent of the assets aré 
invested in highest rate government, 
municipal and corporate bonds. 


CONTINENTAL AMERICAN LIFE 


Assets of Continental American Liie 
now amount to $26,953,093, an all time 
high. They are 100 percent greater 
than they were 10 years ago. Insur- 
ance in force is at a new high of $136, 
968,201, which is an increase of 32 per- 
cent for the past 10 years. The mor- 
tality rate was the lowest for any year 
since 1927. 

More than 80 percent of the new bus:- 
ness last year was in policies of $5,000 
or more and the average policy in force 
is $4,225. 

The market value of bonds exceeds 
the statement value by more than $700, 
000. Preferred stocks are entered at 
value of $100,000 less than market. Real 
estate is valued at only 57 percent of 
the total of the original mortgages and 
no foreclosure costs has been capital- 
ized. Capital is $637,530 and net surplus 
$1,590,497. There is a contingency fe- 
serve of $266,081. 


WESTERN LIFE OF MONTANA 


With an increase of $600,000 for the 
year, assets of Western Life of Helena, 
Mont., now stand at the all time high 
of $15,516,096. Policyholders’ surplus 
was increased by $50,000 and now stands 
at $2,400,000. The gain in insurance 1 
force was the largest in any of the past 
15 years and the total is now $51,000,170. 

Real estate in the portfolio of Westermm 
Life amounts to just $1. That is the 
figure at which the home office building 
is carried. Securities on deposit wit 
the Montana department have 2 value 
of $13,652,190 which is substantially i 
excess of the requirement of the [aW. 
No bonds carried in the statement ar 
in default, either as to principal or inter 
est and the market value exceeds that at 
which they are carried. Bonds repre 
sent 37.08 percent of assets, mortgages 
30.91, policy loans 18.37 and ~ 
8.06. Less than 1% of 1 percent of te 

(CONTINUED ON LAST PAGE) 
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Broad Policy on War 
Risk Is Urged 


Skutt Says Life Companies 
Should Beware Encourag- 
ing Federal Insurance 


Life companies should watch closely 
their policy toward insuring the war 
risk and should do nothing which might 
encourage the government to go far into 
the business of writing life insurance, V. 
J. Skutt, vice-president United Benefit 
Life, told the Insurance Institute of Ne- 
braska at a meeting in Lincoln this 
week. He talked on “This War and 
Life Insurance.” 

The tendency toward liberal under- 
writing, he said, is a good one. “Ac- 
cording to Maclean’s work on life insur- 
ance, when the last war was over it 
was found by many companies that the 
most of claims attributable to war serv- 
ice was so light that in some cases the 
whole of the extra premium which had 
been collected was refunded,” Mr. 
Skutt said, “and in that war manpower 
played a more important part than in 
modern machine warfare. 


Comments on Changed Attitude 


“During the last war, the federal gov- 
ernment issued over 40 billion of con- 
vertible term insurance. Conversion 
was required within five years after ter- 
mination of the war and most of it was 
lapsed. There is probably less than two 
billions in force now. Most of the pol- 
icyholders carrying that 38 billions of 
life insurance that lapsed are present 
policyholders in different life insurance 
companies. However, the philosophy of 
our government has changed. If a 
larger volume of insurance is so written 
again, the government may be encour- 
aged very vigorously toward keeping 
that insurance in force and _ writing 
more. 

“Stimulated by the TNEC hearings 
and rumors floating therefrom, such 
activity would be but a short step from 
other social welfare measures already 
recommended or adopted. Under the 
circumstances, I believe the life compa- 
nies should watch this matter very 
closely and extend every effort consist- 
ent with safety to the underwriting of 
insurable war risks. 

“The prevailing effect of the war 
should be advantageous to companies 
with respect to life insurance persist- 
ency and production because of the pos- 
sibility of more rigid war clauses or 
higher premiums in the near future,” 
Mr. Skutt commented. “With the huge 
armament spending program, these rea- 
sons should be supplemented by pur- 
chasing power. If and when it is neces- 
sary to adopt stricter war risk stand- 
ards, I believe the action will be quite 
well received by the public. 


Canadian Experience Good 


“Reports from Canada indicate satis- 
factory results and a good volume of 
business there. Moderation in the ex- 
ceptions and in the increase in premi- 
ums, together with ample information 
furnished the agency force for explain- 
ing the reasons for the action taken, help 
to bring about this favorable reception. 
_ “As to the more distant future, there 
Is reason to believe that business will 
continue to prosper. Between 1913 and 
1920, a period including the last war, 
life insurance in this country increased 
by 22 billions. During that same seven- 
year period, there was a decrease of 50 
percent in the purchasing power of a 
dollar. In other words, inflation. That 
word is the big bug-bear right now, par- 
ticularly with the tremendous and pro- 
Sressive increase in the national debt. 

eople are asking what will war accel- 
erated inflation do to my life insurance. 

It should be remembered, however, 
that inflation is a relative term. The pur- 
chasing value of the dollar never re- 
mains fixed. I have called attention to 

(CONTINUED ON PAGE 14) 


Eric Johnson New 
Program Chairman 


Eric G. Johnson, general agent of 
Penn Mutual Life in Pittsburgh, this 
week was appointed »rogram chairman 
of the National Association of Life Un- 





ERIC G. JOHNSON 


derwriters to prepare the agenda for the 
convention to be held at Cincinnati in 
September. 

He succeeds Baxter Maddox, formerly 
until recently general agent of Connec- 
ticut Mutual Life at Atlanta, who re- 
signed to become vice-president of the 
First National bank there and thus be- 
came ineligible to hold his National as- 
sociation post. 

Eric Johnson is a brother of Holgar 
J. Johnson, president Institute of Life 
Insurance, who formerly was the Penn 


Group Companies 
Drop Uniformity 
On Hospitalization 


Major companies writing group hos- 
pitalization insurance, which have so 
far been virtually identical in rates and 
benefits, are on the verge of providing 
plans which will differ widely in some 
respects. All the changes will be in the 
direction of giving more for the money 
and will place the company-underwrit- 
ten plans in an even better position as 
compared with the hospital association 
plans. 

Reduce Maternity Benefits 

Some companies will reduce the ma- 
ternity benefit from 14 days to 10 days, 
the latter being the basis used by the 
hospital plans. However, this will be 
accompanied by a lowering in the rate 
on the family coverage. Changes also 
include recognition of the lower hazard 
where a couple is childless and there is 
no prospect of need for maternity bene- 
fits. Thus there will be three classes: 
single employes, childless couples, and 
married employes with one or more 
children. 








Mutual’s Pittsburgh general agent. Eric 
was associated with Holgar in the 
agency for a number of years and had 
much to do with its success, even before 
he took over when his brother resigned 
to go to New York. 


List Pacific Mutual Leaders 


R. E. Denman, Cincinnati; R. J. 
Moraff, Paterson, N. J.; P. Hock- 
stadter, Cincinnati; A. L. Geller, Hous- 
ton, Tex., and V. M. Sieving, Chicago, 
are the Big Tree Top Stars of the Pa- 
cific Mutual Life for 1940, and became 
officers of the Big Tree Club for 1941. 
The Big Tree Club roster shows 189 
members, 22 being general agents. 











palled. 


national carelessness.” 


creased by four percent. 


equal of an army division. 


+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 





ACCIDENT 


If you were to read of a battle, occurring in the United 
States, resulting in 96,500 men, women, and children killed, 
and over nine million seriously injured, you would be ap- 
But there was such a casualty list in this country 
last year. It was that of the “Battle of Accidents.” 


That “battle” was not on a battlefield, not in army or 
navy, but in home and factory and on the highways. 
casualty figures were reported by the National Safety Coun- 
cil, and “they represent an astounding waste of human life 
and human resources; they constitute a bitter indictment of 


Surely many of these losses can be saved by observing 
rules of safety at-critical times. 
ing, but in the very time of “all-out” for national defense, 
during 1940, our annual record of accident casualties in- 
Included in the total were 14,000 
young men in the selective age group, ages 21 to 35,—the 


To do what we can, individually, toward safety now is 
very definitely to share in national defense. 


«& 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


The 


We deplore wartime suffer- 


+ 


JOHN A. STEVENSON 
President 

















Pink Would Clip 
Counsellors’ Wings 


Would Prevent Them 
from Claiming to Be Super- 
vised by Department 


NEW YORK—In an effort to pre- 
vent fee counsellors from holding them- 
selves out to the public as “supervised 
by the New York insurance depart 
ment,” Superintendent Pink has had a 
bill drawn which would prohibit coun- 
sellors from asserting or intimating that 
they are under the department’s super- 
vision. A number of the counsellors in 
New York City have been making a 
big point of this alleged supervision by 
the New York department, some of 
these concerns repeating the assertion 
several times in the course of a single 
radio talk. 

The realization that any sort of 
licensing of counsellors by the depart- 
ment would place them in a position to 
advertise the fact as flamboyantly as 
they cared to was one of the main rea- 
sons why Mr. Pink has consistently op- 
posed efforts requiring licenses of in- 
surance counsellors. The counsellors in 
general strongly supported the licensing 
proposal. 

The proposal lost out, but in the New 
York code is a provision that does not 
mention counsellors specifically but has 
been held by the New York attorney- 
general to include them along with rat- 
ing bureaus and certain other types of 
organizations, as being subject to ex- 
amination by the department. To date, 
the department has not made use of its 
right to examine any of these counsellor 
concerns, but the fact that it has such 
a right is the basis for the counsellors’ 
claims that they are under the depart- 
ment’s supervision. 

Mr. Pink has no objection to the coun- 
sellors advertising that they are subject 
to the New York department’s examina- 
tion or using any other language that 
accurately states the case. At first 
glance it may appear that it is splitting 
hairs to draw a distinction between 
being under the department’s supervi- 
sion and being subject to examination. 
However, there is actually a great dif- 
ference. No matter what undesirable 
practices might be uncovered by a de- 
partmental examination of a counsellor 
concern, the department could do noth- 
ing whatever to stop it unless it were 
violating the criminal law, and in that 
case the only step that could be taken 
would be to bring it to the attention 
of the prosecuting authorities for what- 
ever action they might care to take. 

Efforts are again being made at the 
current legislative session to have a 
measure licensing counsellors enacted. 
It is proposed to follow the Massachu- 
setts system, which has been in force 
for the last year. 


Great-West Plans to Write A. & H. 


Great West Life of Canada was au- 
thorized by directors to apply for a li- 
cense to do business in accident and 
sickness insurance. 

While the company’s plans are not 
advanced sufficiently for immediate en- 
try into the field, it is working out de- 
tails of policy contracts and studying 
agency arrangements, according to H. 
A. H. Baker, assistant general manager. 
As soon as the actuarial and selling 
studies have been completed, they will 
be correlated and the company will be- 
ones active in the accident and health 

eld. 

The new department, when organized, 
will be within the framework of the 
present Great-West company structure. 
Head of the department has not yet been 
announced. 








Lawrence Fritz, who has represented 
the Central States Life in San Antonio 
for several years, has been appointed 
Seach manager there by the Seaboard 
Life. 
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“In addressing a prospect he says: ‘Hello, how are you and you and you,’— 
because he will get two other prospects from him!” 











Map Three Busy Days in 
Wichita for N.A.L.U. Meet 


Holgar J. Johnson, president of the 
Institute of Life Insurance, will be the 
principal speaker at the sales congress 
in Wichita Saturday, March 29. That 
gathering will be the final feature of the 
mid-year meeting of the National As- 
sociation of Life Underwriters. A sales 
congress attendance of 1,000 is the ob- 
jective of the committee which is in 
charge of William Nichols, Jr. 


Company Meetings Slated 


A number of company and agency 
meetings will be held in Wichita the 
previous day and those attending those 
meetings will remain over for the sales 
congress. Companies or managers that 
desire to make reservations for agency 
meetings are requested to get in touch 
with Clayton Mammell, general agent 
for Farmers & Bankers Life, Wichita. 
The meetings already scheduled include 
those of Mr. Mammell; Business Men’s 
Assurance, Bert A. Hedges, general 
agent; New England Mutual, P. A. Mil- 
ler, Topeka general agent; Metropolitan 
Life, R. G. Cunningham, manager; Penn 
Mutual, William Nichols, Jr.; Equitable 
of Iowa, H. A. Hedges, general agent 
at Kansas City and R. G. Costigan, 
Missouri manager of B.M.A. 

The Sales Research Bureau on Thurs- 
day of that week will conduct morning 
and afternoon sessions on agency man- 
agement for the general agents and man- 
agers attending. This is expected to 
be an exceptionally popular feature. On 
Friday will be held the mid-year meeting 
of the national council. 


Occidental Life Coast Changes 


R. E. Watson and Baldo Ivancovich, 
now agency supervisors, have been ap- 
pointed assistant managers of the San 
Francisco office of Occidental Life. 

J. L. Collins, brokerage manager of 
the San Francisco office, has been trans- 
ferred to the home office, where he 
will aid in the development of sales 
promotion material. W. E. Ward, who 
formerly held that post, returns to San 
Francisco as brokerage manager, suc- 
ceeding Mr. Collins. 


It is how we use our time that deter- 
mines our success or failure. 


SEC Insurance Monograph 
Is Nearly Completed 


WASHINGTON — All the material 
gathered by the Securities & Exchange 
Commission on legal reserve life com- 
panies will be analyzed in a monograph 
now in its final stages, which may be 
issued within the next week or 10 days, 
it was disclosed this week by officials 
of the Temporary National Economic 
Committee as they prepared to open 
hearings Wednesday at which will be 
received the suggestions of members for 
recommendations for legislation to be 
contained in the committee’s final re- 
port. The more than 400-page volume 
will contain a full compilation of all the 
data gathered by the commission by 
way of public hearings and question- 
naires. It will not, however, represent 
the views of the committee but will be 
considered as information submitted for 
committee consideration. 

This week’s session of the TNEC was 
for the purpose of hearing Assistant 
Attorney-general Thurman Arnold, de- 
partment of justice member of the com- 
mittee discuss the proposed report from 
the standpoint of the antitrust laws and 
the policy of his department with re- 
spect to monopoly in industry. 

Formal criticisms of the monographs 
will be accepted from responsible 
sources and after submission to the au- 
thors or agencies involved will be pub- 
lished as part of the final record of the 
aNEC. 


Dr. Scoins on Medical Claims 


LOS ANGELES—The Life & Acci- 
dent Claims Association had as _ its 
speaker Dr. W. H. Scoins, assistant 
medical director of Pacific Mutual Life, 
who talked of “Medical Hints on Han- 
dling Medical Claims.” 


Los Angeles “Bosses” Meeting 


The Life Agency Cashiers Associa- 
tion of Los Angeles will hold a “Bosses’ 
meeting” Feb. 20. This will be the reg- 
ular meeting, which general agents and 
managers have been invited to attend. 
President R. J. Humphries extended the 
invitation at the meeting of the Life 
Insurance Managers Association. The 
speaker will be Vic Ekdahl, manager 
the Swift & Co. refinery, “Selling Is 
Like That.” 
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CHfedive Jraining 


F or the past 38 years, thousands of men have come to The Travelers in Hartford, 
| to gain a selling and underwriting knowledge of the insurance business. In a com- 
| paratively short space of time they have absorbed the selling fundamentals of 
| . insurance, which they could not gain elsewhere. Many experienced Travelers 
| agents take advanced courses by mail to keep abreast of the newest developments 
in the insurance business. 

All of these educational services have been an important factor in helping 
Travelers representatives earn a reputation for intelligent insurance service to 
the public. 

If you are interested in these study courses for yourself or for a man who 
| might be fitting himself for profitable sales services in an insurance agency, why 
| not contact the nearest Travelers office for further information or address: 


THE TRAVELERS INSURANCE COMPANIES 
HARTFORD, CONNECTICUT 











| Courses in Life and Accident Insurance Courses in Casualty Insurance and Surety Bonds 
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LEGISLATION 


Texas Tax Bill Stirs Up 
Companies and Fraternals 


Life companies and fraternal societies 
are exercised over the omnibus tax bill 
known as House Bill No. 8, filed in the 
Texas legislature which would greatly 
increase the premium tax for the insti- 
tutions from outside the state operating 
in Texas and would boost the premium 
tax on domestic life companies from 4 
percent to % percent. The bill stipu- 
lates 4.65 percent premium tax on for- 
eign life companies. 

It is reported that if the foreign 
life companies should invest 75 percent 
of their reserves on Texas business in 
Texas securities, there would be a scal- 
ing down of the premium tax, but even 
then the minimum, it is said, that would 
apply under the new bill would be 3.1 
percent. This measure specifies many 
other types of businesses and products, 
which would be taxed, and has stirred 
up the oil men. 








Savings Bank Bill in California 

A savings bank life insurance bill has 
been introduced in the California legis- 
lature. It includes provision for a guar- 
anty fund into which banks shall pay 
4 percent of premiums received. It is 
to be operated by a bureau of savings 
bank life insurance in the insurance de- 
partment. 





Oregon—A senate insurance commit- 

tee bill authorizes the state or political 
sub-divisions to enter into group life, 
health or accident contracts with pre- 
miums to be paid jointly. 
_ The Oregon Pension Federation has 
introduced a measure providing retire- 
ment annuities for state employes not 
covered by the social security act. 

H. B. 181 permits all mutual life com- 
panies to write policies without requir- 
ing a year’s premium in advance, remov- 
ing the present $300,000 surplus require- 
ment. 

Iowa—A bill requiring radio announc- 
ers that “solicit, advertise or announce” 
insurance Copy to obtain an agents’ 
license was introduced in the senate by 
the insurance committee. 

The Hoegh bill in the house gives 
Iowa courts jurisdiction over unlicensed 
insurance companies operating in the 
State. 

The senate insurance committee in- 
troduced a bill authorizing fraternal 
beneficiary associations to issue certifi- 
cates not exceeding $300 without regard 
to age or medical examination. 

Nebraska— The governor is ex- 
pected to ask for an increase from $3,200 
to $4,500 a year in the insurance direc- 
tor’s salary, paying it from department 
fees rather than from the general fund. 
_A new bill provides for valuation of 
life policies on American experience or 
actuaries tables at 2 percent instead of 
3 percent as at present. Another meas- 
ure permits domestic companies to in- 
vest in building and Joan stock. 

Protests of burial associations against 

a bill limiting them to writing policies 
for $500 and requiring reserves were in- 
effective and the bill has gone to gen- 
eral file with a committee recommenda- 
tion that it be passed. 
_ Colorado—S. B. 315, permitting the 
issuance of juvenile insurance below the 
former minimum of 10 years, was 
passed. 

Michigan—Representatives Nagel and 
Poleski have introduced a bill limiting 
the interest rate to 3 percent on life 
policy loans. 

Ohio—S. B. 231 revises law relative 
to conversion of stock life companies 
into mutuals. 

H. B. 575 makes it a felony to utter 
malicious statements regarding insur- 
ance companies, with $1,000 fine or two 
years imprisonment. 


Heads Committee for 
Paul Jones Luncheon 








CLARKSON 


JOHN L. 


L. Clarkson of the Bartholo- 
may-Clarkson agency of Chicago is 
chairman of the reception committee 
for the luncheon Feb. 21 in Chicago 
honoring Paul F. Jones, the new Illi- 
nois insurance director. The gathering 
is sponsored by the Insurance Federa- 
tion of Illinois. Mr. Clarkson is a mag- 
nificent presiding officer. His ability 
became especially well recognized a 
year or so ago when he was president 
of the Union League Club of Chicago. 


John 


TO MEET WITH CHICAGO LAWYERS 


Director Jones will be a guest of the 
Chicago Life Insurance Lawyers Club 
at a dinner in about 30 days, members 
decided. The date is to be set. Owen 
Rall of Eckert & Peterson spoke on 
“Judges Are Only Human,” and L. C. 
Stebbins told a very human story of 
“Death Valley Scotty.” 





Canadian War Cover Rates 
Go Up for Certain Groups 


TORONTO—Revisions have been 
made by some companies in the scale 
of extra premiums on policies issued on 
certain classifications of Canadians in 
active service or with the forces. 

The committee of the Canadian Life 
Insurance Officers Association recently 
considered the advisability of revising 
some extra premiums previously an- 
nounced, and has made recommenda- 
tions, especially on policies for those in 
the naval service outside of Canada, 
in the army service corps and to some 
extent the army medical corps and 
those undertaking special duties in 
Great Britain. : 

The recommendations are a result of 
the type of warfare to which the navy 
is being subjected and the heavy fight- 
ing to which the army service corps 
was subjected in France and Belgium. 
It has been suggested that some rates 
be increased by $40 to $50 per thousand 
higher. ; 

The suggested changes pertain to 
those who have moved actually to the 
scene of action, or closer to it. 





Travelers Policy Payments 
Pass 2 Billion Mark 


Within a few hours after President L. 
E. Zacher of Travelers had told the 
stockholders at their annual meeting 
that more than $100,000,000 in benefits 
had been paid to policyholders and bene- 
ficiaries last year, and that the total 
since organization was close to two bil- 
lion dollars, payments were being made 
that put the total beyond the two billion 
mark. At the close of business, Feb. 5, 
the actual total of policy payments paid 
since Travelers was organized was found 
to be $2,000,257,239. 


Do you, too, 
make this 


‘396 mistake 


IN SENDING TELEGRAMS? 





Take advantage of Postal 
Telegraph's Free money-saving 
check-up of communication costs! 


Chances are you’re making costly 
mistakes by sending telegrams improperly. 
Postal Telegraph has discovered this 
true of a great many firms. One (name 
on request) was wasting $396 a year. 

But Postal Telegraph can stop this 
waste quickly and at absolutely no cost to you 
by surveying your communication costs. 

The trained Postal Telegraph expert 
who comes to your offices quickly spots 
money-wasting errors. He shows how 
to eliminate them and how, by using spe- 
cial Postal Telegraph rates and services, 
you actually save money. 

Remember, this service is free, regard- 
less of what telegraph company you now use. 
So sign the collect telegram below—and 
*phone your nearest Postal Telegraph 
office to pick it up—today! 


Postal— 
Telegraph 


WIRE COLLECT NOW! 


J. B. PANSERA, POSTAL TELEGRAPH 
253 BROADWAY, NEW YORK CITY 


SEND DETAILS FREE ANALYTICAL COST SURVEY. THIS IN- j 
VOLVES NO OBLIGATION MY PART. i 


NAME 
COMPANY. 
ADDRESS 
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Mass Production by Means 
of Salary Savings Grows 


BROOKLYN—Mass production is 
the coming field for life insurance and 
salary savings insurance looms large in 
sales possibilities and commission re- 
turn, William Mearns, assistant man- 
ager ‘Travelers, Brooklyn, told the 
Brooklyn Life Supervisors association. 
Employers are more than ever con- 
scious of the desirability of fostering 
cordial employe relationships and are 
ready for a plan that is properly pre- 
sented. 

The social security act, he said, makes 
an unbeatable sales argument for in- 
stalling a salary savings franchise. Tak- 
ing an average employer with 200 or 
so workers, who is paying out some 
$10,000 a year in social security taxes, 
Mr. Mearns points out to such a pros- 
pect that he is paying all this money 
but his employes may get little benefit 
from it. Naturally the employer is 
curious. 


Slight Work Voids Pension 


The explanation is that as far as death 
benefit is concerned the amount of in- 
come is so small that the widow will 
have to work to support the children, 
and if she earns more than a trifling 
amount in work covered under the so- 
cial security act she automatically loses 
her widow’s social security benefit. 
Similarly, if the employe cannot live on 
his social security retirement pension 
and is-forced to work, he stands to lose 
his social security pension. 

The sales appeal of salary allotment 
insurance, Mr. Mearns emphasized, is 
that it insures that the employer and 
employe will get the benefit of the con- 
tributions they have been making to 
the social security plan. This has a 
very great appeal for employers, Mr. 
Mearns explained. 

The employer is resigned to paying 
out his share of social security taxes 
and may even think it is a fine thing, 
atter all. But the idea of paying out 
this money and not having his workers 
get much if any benefit out of it makes 
him highly indignant and receptive to a 
plan which will enable them to get their 
social security benefits. 


Has Appeal to Employers 


The salary savings plan is particu- 

larly appealing because it is paid for 
entirely by the employes, the cost of 
the bookkeeping being the employer's 
only contribution. With the various 
deductions he already has to make, an 
additional one is not much more trouble 
or expense. 
_ Another sales argument is that hav- 
ing the consultation services of the 
agent insures that the employe will have 
in advance of any need all the data 
which will be required by the social 
security board in the event of a claim— 
social security account number, state- 
ment of benefits estimated, record of 
employment, proof of marriage, of date 
of birth, of wife’s date of birth, of chil- 
dren’s dates of birth, and parents dates 
of birth. 


Lincoln National Gets 
OK on Participating Move 


Stockholders of Lincoln National 
ife have acted favorably upon the pro- 
Posal of the directors to authorize the 
company to write a full line of partici- 
Pating policies. 

A committee has been appointed to 
handle a_retirement income plan for 
Lincoln National agents. It consists of 
‘ale _ Dern, vice-president, who will 
e chairman; C. F. Cross, second vice- 
President; J. J. Klingerberger, agency 
Secretary; W. A. Menge, associate ac- 


Secretary; R. G. Stagg, associate ac- 
tuary, 








i. A. Davis, with the Equitable So- 
— 14 years, serving as agency in- 
Structor in the San Antonio agency 
—— the return of the company to 
exas, has been promoted to unit man- 
ager in Houston. 























The STRENGTH and PROGRESS of Protective Life 
Reflected In Its 34th Annual Report 
COMPARISON OF 1940 WITH 1939 AND 1938 

















ASSETS 
Increase 
Dec. 31, 1938 Dec. 31, 1939 Dec. 31, 1940 1940 over 1939 
Ce Sic pt ees ese ba eae ea an eee $ 405,901.20 $ 764,219.37 $ 1,162,629.42 $ 398,410.05 
RR na Drees ocala owe anew ce weeled 1,874,978.29 2,324,420.01 2,747,201.01 422,781.00 
PROMARG LOGNBe vy cinccccvosiweasawewneonswes 4,116,330.05 4,498,139.85 4,978,312.78 480,172.93 
I ae sata a awacd, game mcenn sees «eae 56,469.50 63,914.00 32,178.00 — 31,736.00 
NE EPC COCR CC CTC CET ET 872,235.20 691,191.57 548,474.28 —142,717.29 
Home Office Bldg. (Cost $931,982.00)......... $37,185.08 818,225.20 799,265.32 — 18,959.88 
Eoans.to PoncgHnaoigeee . coos sc ccccccdescccecs 2,403,567.81 2,338,372.11 2,303,309.05 — 35,063.06 
Net Premiums in Course of Collection........ 285,169.41 286,823.95 342,660.36 55,836.41 
TRI SEE fs 6 a osc os ca Ce ec gee hoe celeste ea 324,841.67 279,858.04 228,390.04 — 51,468.00 
Ce I, Fa hain s ccs cobs cctececewseed 96,963.32 75,105.24 106,658.44 31,553.20 
pS Oe ee ee $11,273,641.53 $12,140,269.34 $13,249,078.70 $1,108,809.36 
LIABILITIES 

Balieg WOGCSUGE . 56 65.66 foe as dente cede cigedses $ 9,075,355.24 $ 9,771,053.86 $10,643,801.91 $ 872,748.05 
aE OC RRIUI No oa os ok cnc ene ween wanes 437,917.64 460,516.00 522,919.04 62,403.04 
BG Ot ooo alo oc ae cic de ccc mnus cdsneoee 67,851.19 78,296.86 87,488.77 9,191.91 
Premiums and Interest Paid in Advance....... 84,928.48 97,988.44 99,815.82 1,827.38 
Dividends to Policyholders Apportioned....... 20,739.26 24,383.86 29,588.92 5,205.06 
ION oii ak einc cane dee ae Sawn 47,216.32 96,692.45 209,067.72 112,375.27 

Real Estate Depreciation Reserve............. 87,401.95 100,000.00 100,000.00 
Special Surplus for Contingencies............ 100,000.00 140,000.00 155,000.00 15,000.00 
CRI Sood 5 Sant ton a alias done sin aw ae wee osixc 352,231.45 371,337.87 401,396.52 30,058.65 

CR CRON oe cies co ned seneldsd ee edeevelnes 1,000,000.00 1,000,000.00 1,000,000.00 
PRINS aa g coap nied Cee ee Oe eo aa ON ee aw ee $11,273,641.53 $12,140,269.34 $13,249,078.70 $1,108,809.36 


SIGNIFICANT FACTS 


@No item of interest or rent past due as much as one day is carried as an asset. 


* * * 


@Bonds owned by the Company on December 31 had a market value of $214,450 in excess of the 


$2,747,201 shown in the statement. 


* * * 


@Of the Company’s mortgage loans, $3,359,445 are insured by the Federal Housing Adminstration. 
96% of all mortgage loans are on a monthly reduction basis. 


* * x 


@The net rate of interest earnings during 1940 was 4.2%. 


* * * 


@lnsurance in force increased $11,709,916 to an all time high of $132,335,592. 


* * * 


@Ordinary sales in 1940 were 26.3% above 1939; group sales in 1940 were 58% better than in 


1939. 
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Hancock General Agents 
Meet; Review Draft Problem 


BOSTON—The John MHancock’s 
record writing of group and pension 
plans during the last half of 1940 can be 
credited in part to the stimulating effect 
of its reaching the billion dollar mark 
in assets last July, President Guy W. 
Cox told a meeting of general agents in 
Boston. 

J. Harry Wood, second vice-president, 
and manager of general agencies, re. 
ported ordinary production of John 
Hancock general agencies for 1940 was 
the best in 10 years, 11.5 percent above 
the previous year, and total production 
credits of general agencies for all lines, 
including group insurance and annuities, 
were the best in the company’s history. 
In January the general agencies’ in- 
crease was 18 percent in paid-for and 
17 percent in issued. This was the best 
January production in ten years except 
in 1938, when John Hancock general 
agencies had a huge paid-for carry-over 
because of a change in_ settlement 
options. 


Recruiting and the Draft 


Discussing the problem of recruiting 
in relation to the situation created by 
the draft, Mr. Wood said: “We may 
have to get more new agents in the 
above-35 group, but we will also have 
more younger men available than was 
the case a few months ago, because 
they now know where they stand in 
relation to the draft. Also, we may find 
new channels of recruiting opening up 
in the case of men who formerly feared 
to leave jobs to try life insurance. A 
man who has gone into military train- 
ing has broken with the past and is 
more likely to view the insurance busi- 
ness with favor when he is discharged 
from service and in the mood to make 
a fresh start.” 

“Industry has its waiting lists of 
capable young men, eager to get into 
its service,’ W. B. Ackerman, Cincin- 
nati, general agent and president of the 
General Agents Association, said. 
“Would it not be a good thing if life 
insurance also had its waiting list, so 
that we could exercise a freer selection 
and choice? 

“With all of our men and scientific 
devices for measurement of applicants 
life insurance continues to lack the ap- 
plicant supply in order properly to apply 
its knowledge. The draft, defense de- 
mands and effects upon _ industrial 
capacities may prove to be double-bar- 
relled shots into the ranks of potential 
recruits for our organizational setups. 
It is more than ever necessary that we 
exert every effort to prove ourselves in 
the eyes of the men we most desire to 
attract. The average agent of the past 
would not have been able to take fullest 
advantage of the aids, the programs, 
the multiple-protection devices of today. 
The man we want now is the type able 
to assimilate, learn, think and adapt 
himself to changing conditions; he is 
the man everybody wants.” 


Louis D. Benson Is Feted 


Thirty-five friends of Louis D. Ben- 
son, general agent of State Mutual in 
Hartford, gave him a surprise dinner on 
the tenth anniversary of his entry into 
the business. Present were agents of 
the company and Carl Litsheim from 
the home office. Mr. Benson was given 
a desk set. 


Home Pays C. L. U. Exam Fees 


To encourage its agents to earn the C. 
L. U. designation, Home Life of New 
York will refund the cost of the five $10 
examination fees to any full-time repre- 
sentative who attains the designation. 

_ “We have watched with interest the 
increasing trend toward training and the 
steady growth and progress of the C, 
L. U. movement,” said William P. 
Worthington, superintendent of agen- 
cies. Home Life is a contributor to the 
Cooperation Fund for Underwriter 
Training, which gives each underwriter 
a credit of $10 on each examination, 
making net cost $10 to the underwriter. 


The company will in the future refund 
this second part of the examination fee. 
No refund of fees will be paid for ex- 
aminations taken prior to becoming a 
full-time representative of Home Life, 
nor is the announcement retroactive. 


Honor Wis. National Veterans 


Col. H. I. Weed, vice-president and 
counsel of Wisconsin National Life, 
was honored on his 80th birthday at 
a meeting in the home office. R. A. 
Hollister, Mr. Weed’s law partner, pre- 
sided and presented to the honored ex- 
ecutive a cut glass decanter on a silver 
tray. 

That evening a stag dinner was given 
for Otto F. Gauger, auditor, who has 
completed 30 years with Wisconsin 
National. 


Equitable of Iowa to Banff 


The Equitable Life of Iowa will hold 
its annual convention in Banff, Canada, 
July 8-11. 

Qualification for the convention is 
based on first year premiums secured in 
1940 and a high conservation record. 
Members of the Agency and President’s 
clubs, composed of personal producers, 
and the Organization club, consisting of 
general agents, will attend. 


Form New Mutual Company 
to Reinsure Central States 


ST. LOUIS—Plans are nearing com- 
pletion for the formation of a_new 
mutual company by prominent St. Louis 
business and professional men to sub- 
mit a proposal to Superintendent Lucas 
for reinsurance of the Central States 
Life. 

The new company, to be known as the 
Central Mutual Life, is being organized 
under the general statutes of Missouri, 
will be owned by its policyholders and 
operated for their sole benefit. The 
charter contains a provision under which 
policyholders will have a_ substantial 
voice in the selection of directors. 


Members of First Board 


The first board will include A. S. 
Kendall, president Crunden-Martin Man- 
ufacturing Co.; R. C. Hobbs, president 
Hobbs Western Tie & Timber Com- 
pany; G. W. Berry, president Berry 
Auto Company; Felix Gunter, president 
Coca ‘Cola Bottling Company, Hannibal, 
Mo.; Dr. E. C. Ernest, radiologist; Wal- 
lace Renard, chairman Renard Linoleum 
& Carpet Company; E. R. McCarthy, 
vice-president Brown Shoe Company; 
R. E. L. Hill, University of Missouri, 
Columbia; W. H. Armstrong, of the law 


firm of Cobbs, Logan, Roos & Arm. 
strong and Alfred Fairbank, forme 
president of Central States Life. 

In meeting the requirements of the 
statutes, more than 100 business ang 
professional men of St. Louis have gyb. 
scribed for $1,000 three-year, fully paid. 
up endownment policies. 

The new company will offer a cop. 
tract for reinsurance of the business of 
the old Central States Life, including 
the old Home Life of Little Rock poj. 
cies which the Central States Life was 
servicing. Mr. Fairbank said that the 
contract would contain every provision 
for protection of policyholders, and that 
all excessive fees and commissions will 
be eliminated. 

The Central State Life has aboyt 
$12,000,000 assets and an annual income 
of about $2,750,000. It has some 40,000 
policyholders and $65,000,000 insurance 
in force. 


Lord Named at Santa Ana 


R. R. Lord was appointed general 
agent by Occidental Life of Los An. 
geles at Santa Ana, Calif. He succeeds 
B. E. DeVol, who returned to personal 
production in the agency. Mr. Lord for 
14 years was a field supervisor and field 
superintendent of Travelers in Los 
Angeles. 








LIFE 


Policy Reserves 
Policyholders' Funds 


Taxes Due 


Special Reserves 





INSURANCE COMPANY 
Springfield, Massachusetts 
Bertrand J. Perry, President 


Summary of Annual Statement Figures 
December 31, 1940 


ADMITTED ASSETS 


Bonds, Mortgages and other Assets 
Interest Due and Accrued 
Premiums Due and Accrued 


Policy Claims in Process of Settlement 
Dividends to Policyholders 


Miscellaneous Liabilities 


Total Contingency Funds 


United States Registered Bonds included in the above statement are deposited as 
required by law: State of Massachusetts, $250,000; State of Georgia, $10,000. 


Insurance In Force December 31, 1940, 520,290 Policies for $1,989,685,982 


Payments to Policyholders and Beneficiaries in 1940 


To Living Policyholders . . 
To Beneficiaries 


. .$30,593,720 
17,400,901 


$704,170,432 
8,352,574 
11,771,029 
$724,294,035 





$550, 122,160 
135,524,545 


687,517 
$700,206,581 


6,004,163 
$706,210,744 


18,083,291 
24,087,454 











$47,994,621 


Since organization in 1851, this Company has paid in benefits to its policyholders 
and their beneficiaries more than Nine Hundred and Thirty-six Million Dollars. 
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Kramer Honored as 


Metropolitan Ace 


BALTIMORE—W. H. Kramer, Bal- 
timore manager Metropolitan Life, was 
honored at a dinner here when he was 
presented with the Veteran’s Trophy by 
Vincent Sacardi, Washington, D. €.. 
manager, last year winner. The trophy 
is presented for leadership on all points 
for entire U.S. and Canada. Mr. 
Kramer’s office recorded the highest 
number of points ever made in the his- 

f the company. 

‘Heme office officials present included 
President L. A. Lincoln, E. H. Wilkes, 
vice-president; S. Milligan and F. M. 
Smith, second vice-presidents ; Cc. qe 
North and A. W. Trethewey, third vice- 
presidents, and the following superin- 
tendents of agencies: G. H. Wright, 
Atlantic coast; L. J. Zettler, Great 
Eastern; and A. T. Schussler, Great 
Lakes. Governor O’Conor of Maryland, 
U. S. Senator Tydings and Commis- 
sioner Gontrum were guests. 

Mr. Kramer has been with the Met- 
ropolitan Life for 19 years, 14 as man- 
ager in Detroit and Baltimore. 





Life & Casualty Has Five 
Day Working Convention 


More than 300 attended a five day 
working convention at the head office 
of Life & Casualty. The day before the 
convention the southeastern delegation, 
numbering 100, presented a fine walk- 
ing horse to President A, M. Burton on 
his 62nd birthday. Vice-president W. 
W. Walker made the presentation 
speech. 

Teil Vice-president J. E. Acuff 
presided at the first session. Mr. Bur- 
ton extended greetings; K. T. McCrary, 
Knoxville, responded, and General 
Counsel P. M. Estes spoke. : 

During the last four days the sessions 
took the form of a school conducted by 
J. M. Holcombe, Jr., manager, and B. 
N. Woodson, director of service Re- 
search Bureau. Chairmen of various 
sessions included: C. M. Herron, W. W. 
Walker and Guilford Dudley, vice- 
presidents; S. F. Keeble, associate coun- 
sel; Emmett Russell, Jr., ordinary un- 
derwriter; E. R. Derryberry, secretary; 
; . Cummins, manager industrial 
policy department; W. W. Yopp, Jr., 
manager at Jonesboro, Ark.; Geo. S. 
Parrish, treasurer, and J. C. Bradford, 
chairman executive committee. 

Speakers included John Witherspoon, 
John Hancock, Nashville, vice-president 
National Association of Life Under- 
writers; James E. Fly, Nashville super- 
intendent and president Nashville Asso- 
ciation of Life Underwriters; M. A. 
Simpson, retired manager of Metropoli- 
tan Life; and Dr. Gus Dyer, Vanderbilt 
University, who was featured at Mr. 
Burton’s birthday banquet. 


War Risk Insurance Still 
Available to Veterans 


Inquiries from life agents indicate that 
many of them, and also world war I 
veterans as well as men subject to the 
present selective service act, do not 
understand the difference between the 
old war risk life insurance and the new 
national service life insurance. Many 
old service men seem to think that they 
are no longer eligible to reinstate their 
war risk policies or to secure this in- 
surance if they had not previously taken 
any, 

_ Inquiry to the Veterans Administra- 
tion developed that the war risk life 
Insurance up to the $10,000 limit is 
available to any veteran of the last war 
who was in active service. If he pre- 
viously had a policy and permitted it to 
lapse, he may reinstate it, similar to 
life insurance in private companies, 
either by paying the premium for the 
intervening period compounded at in- 
terest, or at the present attained age 
which, of course, requires a premium 
greater than he formerly paid. A vet- 








— 


eran who never had one of these policies 
may still secure one. The total amount 
available is $10,000 including any war 
risk insurance that he now holds. 

An advantage of the war risk insur- 
ance over national service life insurance 
is that the former contains the total 
and permanent disability clause which 
the latter does not. Also, the premium 
rates are generally slightly lower. A 
third advantage is that war risk life 
insurance is available in six permanent 
forms including ordinary life, 20 year 
endowment, 30 year endowment, endow- 
ment at age 62, 20 payment life and 30 
payment life, while the national service 


President Smith lays <éthis basic block 
of granite,’” August 29, 1940, the 
cornerstone of New England 
Mutual’s new Home Office building, 
at ceremonies in which representatives 
of the field forces take prominent part. 


life insurance is issued in only three 
permanent forms, ordinary life, 20 pay- 
ment life and 30 payment life, 

Also, a veteran may now secure this 
permanent plan of war risk life insur- 
ance immediately whereas 2 draftee who 
takes the newer form of protection will 
get only five year level premium term 
insurance which can be converted not 
earlier than one year after issue for one 
of the three permanent forms. 





Just the thing to convince hard boiled 
prospects—“24 Men in 24 Years.” Order 
8 — for $1 from National Under- 
writer. 


¢ 


. Building with New England Mutual 


trusteeship and service. 


men among its representatives. 


able to dividend accumulations. 





The Cornerstone of YOUR Profession 


-home office building, however impressive its steel and granite, 

can symbolize only in part the vigor of a great life insurance 
company. For what really counts are its mez, whose ability and 
integrity reflect, and further fortify, the organization’s tradition of 


New England Mutual rejoices in the recognized calibre of its 
agency forces. Its enthusiastic corps of General Agents and its 
Career Underwriters, by their performance and enterprise, have 
proved their appreciation of present-day demands for professional 
knowledge and skill. One cumulative result of this attitude is seen 
in the large proportion (nearly 60% and increasing) of college 


Besides the advantage of working with stimulating and congen- 
ial associates, another reason for the New England Mutual spirit 
is the remarkable liberality* of its policy contracts. 


“For example: All non-forfeiture and settlement options are avail- 


Johnson Replaces Yetka 
as Zone 4 Chairman 


ST. PAUL—Commissioners of Zone 
4 met here to discuss zone problems 
and to elect a new chairman to succeed 
Frank Yetka whose term as Minnesota 
commissioner expired Feb. 1. Newell 
R. Johnson, new Minnesota commis- 
sioner, was chosen in Yetka’s place. 
All eight states in Zone 4, except IIli- 
nois and Indiana, were represented. 





Read the “Aecident & Health Review.” 
Sample copy 1l0c. A1946 Insurance Ex- 
change, Chicago. 















New ENGLAND MuTuAL 
Life Insurance Company of BOSTON 


GeEorGE WILLARD SMITH, President 








* FIRST MUTUAL LIFE INSURANCE COMPANY CHARTERED IN AMERICA * 
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State Mutual Promotes Men in Three Departments 








CHARLES F. HARRIS 


Three new officers and one director 
were elected by the State Mutual Life 
at its annual meeting. Warren A. Whit- 
ney, president and treasurer of George 
C. Whitney Co., publishers, was elected 
to fill one of five vacancies on the board. 
He is a director of Worcester County 
Trust and Worcester Mutual Fire. 

Charles F. Harris, underwriter, was 
named supervisor of applications; Ed- 
ward A. Green of the actuarial depart- 
ment becomes assistant actuary, and A. 
George Bullock of the treasury depart- 
ment becomes an assistant treasurer. 

Mr. Harris started with the company 
Feb. 24, 1925, in the dividend depart- 
ment, was transferred to the applica- 
tion department after two months, and 





EDWARD A. GREEN 


in 1937 became underwriter. Born in 
Worcester and a graduate of the High 
School of Commerce, Mr. Harris has 
also passed technical examinations in 
the “Selection of Risks” given by the 
Home Office Life Underwriters’ Asso- 
ciation, and in addition has taken invest- 
ment and business psychology courses 
of the Babson Institute. He is a mem- 
ber of the Worcester Economic Club. 
He belongs to the Home Office Life 
Underwriters Association and is vice 
chairman of the Hartford chapter. 

Mr. Green went with State Mutual 
actuarial department June, 1930, on 
graduation from Yale, where he special- 
ized in mathematics and economics. In 
1939 he became a member of the Ac- 


A. GEORGE BULLOCK 


tuarial Society of America and_ the 
American Institute of Actuaries. 
Born in Morgantown, W. Va., Mr. 


Green is a grandson of the late Daniel 
Boardman, Purinton, president of West 
Virginia University. At Northeastern 
University he teaches business sta- 
tistics. He is a member of the Wor- 
cester Economic Club. 

Mr. Bullock has spent nearly 10 
years in the treasurer’s department, 
which he joined after his graduation 
from Harvard in 1931, and in which he 
has been working in an investment su- 
pervisory capacity. Since going with 
State Mutual he has studied investments 
and accounting at Northeastern Univer- 
sity. 


—— 


Dr. H. W. Dingman Discusses 
Selection with Supervisors 


Three advantages to agents in know. 
ing how to select risks in the field were 
outlined by Dr. Dingman, vice- 
president and medical director Cont. 
nental Assurance at a meeting Thurs. 
day of the Life Agency Supervisors 
Club of Chicago. Knowledge of ge. 
lection makes the agent more interest. 
ing to_the prospect in the sales inter- 
view, Dr. Dingman said, and produces 
more signed applications. Also, when 
the application stage has been reached, 
this knowledge enables the agent to 
protect his business and to detect any 
open points of insurability. Finally, if 
the applicant is too fat, or has high 
blood pressure, a bad gall bladder or 
other impairments, a knowledge of se- 
lection will cause the agent to save 
time by selling the applicant on accept- 
ing the policy the company will issue, 
rather than to tussle with the home 
office for a standard policy. 

Dr. Dingman pointed out that the se- 
lection job is not confined to the home 
office. It is a common responsibility of 
the agent in the field as well as the 
home office underwriter and his assist- 
ants. The greatest success in the sales 
end is attained when this conception is 
realized, he said, and the company 
profits equally by better selection that 
results. 





H. T. Sears in Army Service 


H. T. Sears, a member of the sales 
promotion department of Equitable Life 
of Iowa and editor of its publication 
“Equiowa,” is now a corporal in com- 
pany D, 168th infantry. Sears was in- 
ducted into the regular army with mobil- 
ization of the Iowa national guard. 








Mr. Bullock was born in Worcester 


32 years ago. He is a nephew of Presi- 


dent Chandler Bullock. 





(Cost $245,516.22 in 1924) 


First Mortgage Loans.. 
Real Estate ...... 


Sold 


(Being paid for in Siatiiihaiints) 
Loans to Policyholders... 


Cash ..: 
Interest Earned 


other tiene So. 


For each $100 of obligations, the Western 
Life had $118.30 in resources. 

Under the law of Montana the present 
worth of all ae 9 ‘ Montana insurance 
companies must be t on. deposit with 
the State neles tay ommissioner, The 
Western Life’s deposit with him is sub- 
stantially in excess of what the law re- 
quires. 

Market value of the total bonds owned 
exceeds the value at which they are car- 
ried in this statement. The poorer quality 





Bonds and Stocks........ 


§ 
mele 0 
Balance Due on Real Estate 


Current Net Premiums and all 


TOTAL RESOURCES 


Thirty-First Annual Statement 


RESOURCES 
Home Office Building........$ 


...-$ 7,003,544.62 


Lm 0% 


45.14% 


Government Bonds ........$1,495,573.13 
Municipal Bonds ......... 1,493,229.75 
Railroad Bonds ........... 1,374,106.39 
Public Utility Bonds....... 1,206,984.60 
Industrial Bonds ......... 182,682.00 
PROCES cn xaasp-onleceroe<38ee 1,250,968.75 


30.91 % 
0% 


4,796,361.42 


$ 230,711.54 1.48% 
_. .$ 2,849,994.21 18.37% 
cents tg “Oggage3e ° 167% 


57% 
..$ 289,029.77 1.86% 
.$15,516,096.07 100.00% 


railroad bonds are carried, at actual mar- 
ket value. No bonds in this statement are 
in default either as to principal or interest. 

All stocks owned are of excellent quality, 
and represent 8.06 per cent of the total re- 
sources. They are widely diversified among 
key industries of the country, and are car- 
ried at their actual market value. Dividends 
received in 1940 on stocks owned averaged 
4.98 per cent of the value at which they are 
carried. 

Rates of interest earned on total resources 


87,994.13 





Insurance in Force, $51,000,170 - - - 


WESTERN LIFE INSURANCE COMPANY 


OBLIGATIONS 
Present Worth of Outstanding Policies. .$12,386,448.08 


(Legal Reserve) 


Present Worth of Balance Due Under 
Claims Being Paid in Installments... .$ 


Notice of claims recebeed but proof sot 


Claims . 


ee ee . Cn Ses 


yet submitted 


Set aside for any possible 1940 claims 
not reported by December 31, 1940..$ 25,000.00 


Interest Paid in Advance......... 


(Not yet earned) 


Premiums Paid in Advance... 


(Not yet earned) 


.$ 

.$ 

Taxes (for 1940 but payable in 1941)... .$ 
CORVORt EON OES. os sch AVE ies $ 10,468.79 

TOTAL OBLIGATIONS a 

$ 


Surplus to Policyholders......... 
a $ 
not $ 400,000.00 
zidenere $1,500,000.00 


Capital Stock 
Voluntary 
FREE SURPLUS 


were: 
5.21 per cent 
5.07 per cent 
5.03 per cent 
1940 4.87 per cent 

Less than one-half of one per cent of the 
total number of first mortgage loans had 
interest payments more than thirty days 
past due on December 31, 1940, Interest 
on such loans is not included in the state- 
ment of resources. 


o o 


‘R. B. Richardson, President 


ee ee 


contingency surplus.... 


Surplus to Policyholders, $2,400,000 


HELENA, 
MONTANA 


399,624.33 
43,434.00 


18,434.00 


74,889.16 
161,707.61 
39,524.10 


13,116,096.07 
2,400,000.00 


500 (000. 00 





shihy sin Fults $15,516,096.07 


All foreclosed property owned and not 
sold under contract is excluded from this 
statement. Because it is an asset not read- 
ily available in liquid form to protect policy- 
holders. the Western Life Home Office 
building is included at a valuation of only 
one dollar. 

Since it was founded in 1910, the Western 
Life has paid in policy benefits or holds in 
trust for policyholders and beneficiaries 4 
grand total of $31,417,776.13. 


























February 14, 1941 


LIFE INSURANCE EDITION 





11 








Luther Now at Helm of 
N. Y. Managers Unit 








NEW YORK—K. A. Luther, gen- 
eral agent Aetna Life, has been elected 
president of the 
New York City 
Life Managers As- 
sociation, succeed- 
ing Osborne Be- 
thea, Penn  Mu- 
tual. Mr. Luther 
entered the busi- 
ness with Aetna 
Life at Warsaw, 
N. Y. Later he was 
general agent at 
Syracuse and at 
Boston. In 1923 
he became agency 
vice-president, re- 
maining in that at ; 
post until 1933 when he joined General 
Agent R. H. Keffer to form the Luther- 
Keffer agency in New York. The part- 
nership was dissolved in 1938, each 
partner continuing as a general agent. 

Other officers are W. J. Dunsmore, 
Equitable Society, vice-president, and 
Julius Eisendrath, Guardian Life, sec- 
retary. 





K. A. Luther 


Civilian Losses Not as Great 
in War as Was Predicted 


Predictions that entire cities would be 
laid wasted by aerial bombardment with 
enormous loss of civilian lives made by 
military and political experts before the 
present European war fortunately have 
not been borne out by the course of 
events, according to a report made by 
Metropolitan Life. Although civilian 
losses from aerial operations are 
greater than in the first world war, the 
numbers do not compare with the fore- 
casts. They have been high not only 
from air raids, but also from direct gun- 
fire, at its worst in Polish cities and on 
the roads of Belgium and northern 
France which were crowded with ref- 
ugees. 

In the first world war, military losses, 
estimated at over 7,000,000 from 1914 to 
1918, greatly overshadow the estimate 
of 300,000 killed on all fronts in the 
present war, including army, navy and 
air forces. The latter figure is not so 
much greater than the military losses of 
Germany in 1914 alone. 


Civilian Losses Over 100,000 


The civilian losses, including those of 
neutral nations, due directly to air raids, 
gun or artillery fire or sinking of ships, 
have been estimated at 100,000 for the 
four year period in the last war. Some 
20,000 of these were lost due to the 
sinking of ships. The other major 
source was caused by airplane and air- 
ship raids and artillery shell fire from 
ships. From the data on hand in the 
present conflict, the figures are stag- 
gering for civilian deaths. In England 
they total nearly 20,000, Warsaw 50,000, 
Belgium and northern France 40,000 and 
Rotterdam 30,000. Civilian deaths from 
air raids in Germany and Italy are not 
known with exactness but they are small 
compared to these other figures. 


Different Than in First War 


While the civilian deaths do not ex- 
ceed those among military forces, being 
Probably in the approximate ratio one 
to three, the situation is distinctly dif- 
ferent from the first world war when 
ratios were one to 75. It is likely that 
the ratio of direct civilian casualties will 
remain comparatively high, but they 
should not blind officials to the far more 
serious deaths from the epidemic dis- 
faSes associated with crowding in air 
0 shelters in large cities, the break- 
7 or of sanitary facilities, the pollution 
pele supplies, and the weakening of 
aor ance by hunger and cold. So far 
pr atee such diseases have been 
— ed very well, but there is a great 
m Ser of the spreading of much more 
‘Sastrous epidemics in belligerent as 
Well as neutral countries, 


Golden Recounts His Novel 
Selling Method in Book 


“Young Man—Here’s How to Sell 
Life Insurance” presents in simple de- 
tail a novel method of selling, developed 
and used by Edwin T. Golden, agent 
with New York Life, who in eight years 
of life insurance selling places fifth in 
the company’s list of more than 7,000 
agents. The book is published by Har- 
per & Brothers, New York. 

Mr. Golden sets forth his plan, step 
by step, from how to keep personal 
records to the delivery of the policy. 
He outlines a sure-fire system of getting 
prospects. The emphasis of the book 


is toward newer men in the business, 
but older salesmen should also find 
some of the suggestions very helpful. 
After reading it, the young man will 
see that not all the breaks go to older 
men. 

Mr. Golden recounts that without 
funds or contracts he entered the insur- 
ance business directly from college in 
1932. By means of a novel selling 
method he developed and used, he won 
recognition until he reached during the 
12 months of 1940 his high position in 
New York Life’s agency organization. 





The importance of covering key men 
in view of the national defense pro- 
gram was stressed by Leon G. Simon, 


at a meeting of the St. Louis Life In- 
surance & Trust Council, with 150 in 
attendance. 


Columbus Mutual to Build 


Columbus Mutual Life has decided to 
proceed with plans for construction of 
a three-story office building at the 
southwest corner of Sixth and Broad 
streets, Columbus. 








Levi B. Rymph, Aetna Life district 
agent in Wichita and director of the 
Wichita C. L. U., addressed the Win- 
field, Kan., chamber of commerce and 
put in some good plugs for life insur- 
ance. 








——C bryan 3 


LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 





Assets 
Liabilities 
(or assets definitely 


obligations) 
Including: 
The legal reserve 


Dividends to 


able in 1941 


held for asset 
fluctuation 


General Surplus 


Total Surplus 
Resources 





Insurance in Force $4,613,818,062.00 
1,054,369,631.85 


pledged in contractual 


on policies in force 
policyholders pay- 


Contingency Reserve 


$90,587,815.97 


SEVENTY-EIGHTH 


annual statement 


as of December 31, 1940 


Bonds 


963,781,815.88 Stocks 


861,800,563.00 
Estate 


22,196,889.91 Loans on Com- 


pany’s Policies 
25,000,000.00 


65,587,815.97 All other Assets 


Total Assets 





All bonds in default and all bonds considered to be not amply secured and all stocks 
are taken at actual market values December 31, 1940. All other bonds are taken 
at amortized values as prescribed by law. The market value of bonds is more than 
$32,000,000.00 greater than their amortized value used for asset figures. 


SUMMARY OF ASSETS 


Mortgages on Real 


$1,054,369,631.85 


$638,487,268.21 


21,748,809.31 


164,746,582.18 


86,790,830.66 


142,596,141.49 








The exceptional growth of the 
Company in 1940 is indicated by 
increase of assets in the sum of 
$72,649,667.12, and an increase of 
insurance in force of $263,139,806. 
The Company’s assets passed the 
billion dollar mark in July, and this 
figure is some measure of the pub- 
lic confidence in our Company’s 


strength and of the usefulness of 
its services. 

This record and that of life in- 
surance generally warrants the con- 
clusion that in America life insur- 
ance is an indispensable basis for 
individual and family thrift and 
security. 

GUY W. COX, President 


This Company offers all approved forms of life insurance in large or small 
amounts, including group coverage; also annuities for individuals and pen- 
sion and retirement plans for corporations and educational institutions. 


A COPY OF THE COMPLETE ANNUAL STATEMENT WILL BE SENT ON REQUEST 
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Indianapolis Life Gives 
Prizes for Low Lapses 





Among Indianapolis Life representa- 
tives who have more than $1,500,000 of 
insurance in force, 
Jerry Wertheimer 
of Dallas had the 
lowest lapse ratio 
for 1940. His ac- 
tual renewal lapse 
ratio on approxi- 
mately $2,000,000 of 
insurance in force 
was .97 percent. He 
was given a: cash 
award for his rec- 
ord. 

The company’s 
lapse ratio was the 
lowest in its history in 1940. Other 
prize winners and their lapse ratios 
were: John J. Pawloski, Chicago, 1.88 
percent; Paxton Matthews, 2.13 and H. 
H. Jacoby, 2.20, Dallas; C. O. Martin, 
Indianapolis, 2.38; D. R. Johnson, In- 
dianapolis, 1.41; John F. Reynolds, Chi- 
cago 2.1; B. Krasnowski, Chicago, 3.2; 
M. R. Reeser, Chicago, 1.93; G. W. Bo- 
denhorn, Cleveland, 2.55; George Buck- 
ley, Aurora, IIl., 2.73. 


Jerry Wertheimer 


Urges Insurers Use Full 
Influence in R. R. Field 


Author John E. Muhlfeld, in a new 
book on “The Railroad Problem and Its 
Solution,” contends that life insurance 
companies should exercise a vital control 
over American railroads. 

The volume is published bv the Devin- 
Adair Co., and sells at $3. Mr. Muhl- 
feld believes investors in the railroads, 
including insurance companies and their 
policyholders, should give full coopera- 
tion in both operating and reorganization 
activities of the roads. 

As of Dec. 31, 1938, Mr. Muhlfeld 
writes, life insurance companies owned 
22.9 percent of the total of railroad bonds. 
During 1939 the companies invested 
more than three-quarters of a_ billion 
doilars in corporate bonds and mort- 
gages, of which only $63,700,000 was in 
rail holdings. And at the end of 1939, 
their total rail investments amounted to 
only 11.3 percent, as compared with 
33.4 percent in 1911. 

Mr. Muhlfeld points out that the 
majority of insurance companies and 
savings banks were forced to write 
down the book value of their railroad 
securities during the past 10 years. He 
continues: “They and the independent 
bond and other individual railway secur- 
ity owners should become more inter- 
ested in advancing railroad reorganiza- 
tion proceedings, and in the protection 
of their interests in railroad securities, 
by active participation in the important 
operating and maintenance efficiencies 
and economies.” 

Pressure by savings banks and insur- 
ance companies, says the author, should 
help get out of the courts the 77,414 
miles of railroad under receivers and 
trustees at the end of 1939. 

Mr. Muhlfeld urges railroad stock and 
bondholders to establish closer contact 
with the heads of large life insurance, 
institutional and banking interests, with 
a view to promoting more active interest 
on their part in the selection of directors 
and officers for the railroads, in reor- 
ganizations, and in general railroad oper- 
ations. 


Chicagoan Insures Many 
of Foreign Extraction 


Lewis Degan, Mutual Life of New 
York, is a member of the Hastie agency, 
Chicago, who for many years has quali- 
fied for membership in Mutual’s Na- 
tional Field Club, is said to have the 
unique distinction of having written as 
many, if not more, policyholders of for- 
eign extraction than any other represen- 
tative of the company in Cook county. 
At the present time Mr. Degan has pol- 
icyholders who, although former resi- 


dents of the United States, are now liv- 
ing or traveling throughout the world. 

Because of the large number of his 
Armenian clients, it is a well established 
saying among Mr. Degan’s competitor 
friends that “if Lewis can’t get any 
other sales this week, he can always 
sell to an Armenian.” 

Twenty years ago an Armenian came 
to Mr. Degan and said that he had a 
wife in Bulgaria whom he had not seen 
for 15 years. He had tried to secure 
entrance for her into this country but 
had been unsuccessful. Mr. Degan 
made arrangements for the man to 
bring his wife to this country. The out- 
come of this favor has brought Mr. 
Degan insurance sales with the man, his 
wife, their three children and the chil- 
dren’s wives and families. 

Mr. Degan feels that the personal 
touch is most necessary with his 
clients. He always sends each client a 
birthday greeting in the form of a letter 
written in long hand, and at Christmas 
he sends a vest pocket diary. He keeps 
in contact with his foreign clients 
through letters and some of the biggest 
policies he has sold have come through 
correspondence. 

One day Mr. Degan and his wife 
were buying watermelons from a man 
on the south side of Chicago and Mr. 
Degan ended up selling the watermelon 
man an insurance policy. Many doc- 








Will Write the History 
of Equitable of lowa 


H. S. Nollen, who recently re- 
tired from active business life 
will use part of his leisure hours 
writing a history of the Equitable 
of Iowa. For many years he was 
its vice-president, president and 
finally chairman of the board. 
He is responsible for much of its 
development. It will not only be 
a chronicle of events in that 
company but it will be a contri- 
bution to the business as a whole 
inasmuch as the period which he 
will cover was a most important 
one in life insurance and he was 
in the very midst of it. 








tors are among his clients, having been 
former customers of his when he was 
in the drug business. 

Mr. Degan is a graduate of North- 
western University and is a certified 
druggist in the state of Illinois. He 
made his switch from the drug business 
to the insurance business, because he 
spent very little time at home or with 
his family as a druggist, not seeing his 
children from one Sunday to the next. 
He has never been sorry he made the 


ae 
change, as he thinks he is Serving peo. 
ple one of the best ways humanly DOs. 
sible by planning life insurance for thei 
families. ; 


Claim Group Plans Essay Contest 
NEW YORK—C, E. Anstett, New 
York Life, president International 
Claim Association, has appointed J.D 
Dowling, Metropolitan Life, gener,j 
chairman of the association’s essay cop. 
test committee for 1941. C. J. Sang. 
berg, Phoenix Mutual Life, is chairmay 
of the life committee and E. C. Evan; 
Commercial Travelers Mutual, head; 
the accident and health committe 
Last year 128 essays were submitted on 
“The Claim Department—Builder 4; 
Good Will.” Every eligible claim ¢e. 
partment employe is urged to enter the 
contest. Contestants must have ep. 
gaged in full-time claim work for a 
least three years and cannot be map. 
agers or assistant managers of their de. 
partment. Cash prizes of $300 will be 
awarded and the winners will be ap. 
nounced at the association’s 1941 cop. 
vention Sept. 8-10 in Atlantic City. 


If one-fifth of your policyholders are 
not women, then you are below the ay- 
erage, and you are short at least that 
much business that you should expect, 
Don’t miss your share! 





Cash in Banks ( 1.94%) 

*U. S. Government Bonds. (30.23%) 

*Canadian and Cuban 
Bonds 

*State, County and Mu- 
nicipal Bonds 

Home Office Building... . 

Real Estate Owned 

Real Estate Sales Con- 
tracts + ( 2.39%) 

First Mortgage Loans on 
Real Estate 

Loans Secured by Legal 
Reserve on Policies. . . . (17.88%) 

Accrued Interest 62%) 

Net Premiums in Process 
of Collection 

Furniture and Fixtures.... 


Radio Station KFBI 


-77%) 


(20.67%) 


sioners’ Valuation. 


Total Admitted Assets 


*All Bonds at Market or Commis- 


Wichita, Kansas 


Presents Its 


ADMITTED ASSETS 


$ 255,534.42 
3,984,653.00 
Mortality 


101,140.00 


2,288,146.27 
200,000.00 
583,701.83 


315,430.54 
2,724,843.50 


2,356,283.42 : 

81,823.32 ers im 
All Other 
288,942.53 
Charged Off 


Charged Off icyowners ) 


Legal Reserve on Policies 
Reserve to Provide for Fluctuation of 


Capital and Surplus 
(For Additional Protection of Pol- 


THE FARMERS & BANKERS 
LIFE INSURANCE COMPANY 


THIRTIETH ANNUAL STATEMENT 


Showing Condition of Company, December 31, 1940 


LIABILITIES 
$10,396,571.66 


150,000.00 


Reserve to Provide for Fluctuation of 
Market Value of Assets 

Credits to Policyowners Left With the 
Company on Deposit at Interest... 

Reserve for Taxes 

Death Claims Due and Unpaid 

Death Claims Reported But Proof Not 
Completed December 31, 1940... 

Premiums and Interest Paid in Ad- 


908,374.71 
606,497.33 
60,000.00 
None 
21,331.37 
116,473.76 
117,141.85 


29,108.15 
775,000.00 


Thanks for Your Interest in Reading 


This Statement. Further Inquiry 





$13,180,498.83 


or Comment Is Solicited. 
Total Liabilities 





$13,180,498.83 


INSURANCE IN FORCE December 31, 1940....$58,469,056.00 








The Farmers & Bankers Life Insurance Company operates under the Kansas Compulsory Reserve 
Deposit Law, and every policy ever issued by this company is registered with the Insurance De- 
partment of the State of Kansas, and bears that department’s Registration Certificate stating not 
only that the policy is registered but that it is secured by a pledge of securities of the required 
type deposited with the State of Kansas in an amount equal to the full legal reserve on the policy. 








H. K. LINDSLEY, President 





F. B. JACOBSHAGEN, Vice President-Secretary 


J. H. STEWART, JR., Vice President-Treasurer 


RADIO STATION KFBI .. . 1050 KILOCYCLES 


HOME OFFICES, FIRST AND MARKET STREETS, WICHITA, KANSAS 
“POLICIES THAT PROTECT” 
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SOME TOTAL DISABILITY CASES 





The Texas court of civil appeals, sec- * that the law of either the state of Wash- 


ond supreme judicial district in Zwan 
ys. United Benefit Life of Omaha re- 
verses the lower court decision in a 
case where a rider was attached to the 
policy granting total and permanent dis- 
ability benefits. One of the provisions 
was to the effect that if the amount pay- 
able to the assured on account of dis- 
ability under this policy and all other 
insurance carried by him exceeded 80 
percent of his monthly earned income at 
the time of disability, a proportionate 
reduction of benefit payments with the 
return of the corresponding premiums 
would be made. In his application the 
plaintiff had stated that he carried two 
other similar policies in other compa- 
1es. 

, In seeking to recover benefits claimed 
to be due from the United Benefit Life 
the plaintiff did not allege what his 
monthly income had been nor did he 
show that the disability for which he 
claimed the benefits was not within any 
of the exclusions or limitations of the 
policy. The burden was upon him to 
establish these facts. Judgment entered 
in the plaintiff’s favor by the trial court 
is reversed and the case is remanded. 

x ££ Ss 


INCONTESTABILITY 

The California district court of ap- 
peals, first appellate district, No. 1, af- 
firms the lower case decision in Blair 
vs. New York Life in which the incon- 
testability clause was the chief issue. 
The policy contained disability benefit 
provisions. The New York Life issued 
a $10,000 policy to Helen P. Blair at 
Tacoma, Wash. Subsequently the 
amount of the policy was reduced and a 
new one was issued in New York and 
sent to the assured in Washington. 
Provision was made for the payment of 
premiums to the company’s agent or the 
home office and disability benefit pay- 
ments were conditioned upon the receipt 
of notice by the home office. The as- 
sured became totally disabled and pay- 
ments were made to her at Washington 
and subsequently in California to which 
state she had moved. After the pay- 
ments had been made, first for a period 
of a year and a half, and then for about 
four years, the New York Life at- 
tempted to rescind the provision, claim- 
ing that the policy had been obtained 
by fraud. It provided that it was to be 
incontestable after two years except for 
non-payment of premiums and as to 
conditions relative to double indemnity 
and disability. The company contended 





Get Bigger Percentage of 
Increased Workers’ Income 





The big job ahead for life insurance 
agents in 1941 is to get their share of the 
certain increase in the workers’ income. 
“Sales Management” queried 1,000 fac- 
tory workers in 10 cities and found that 
38.8 percent are making more money 
than last year and 44.8 percent expect 
to make more this year. When they 
were asked how they expected to spend 
the surplus, 34.8 percent said they would 
pay debts, 22 percent will buy furniture 
and rugs, 20 percent will put the money 
in the bank, 18.5 percent will spend more 
on clothing and accessories, 14 percent 
will buy a car, 13 percent will buy or 
build a house, 9 percent will move to a 
better home, and 7.9 percent will buy 
insurance, 

In other words, insurance ranks sev- 
enth on the list outside of debt pay- 
ments. It is up to agents to see that 
their prospects place insurance nearer 
to the top than that. If too much of the 
increased national income is spent for 
buying commodities it will create an ab- 
normal demand for these products and 
thus interfere with national defense pro- 
duction. So in 1941 agents can not only 
make more money for themselves but 
they can aid the national defense pro- 
gram by seeing that a larger percentage 
of the public’s increased earnings is 
converted into life insurance. 


ington or New York state should govern 
and that both states permit an attack 
for fraud. However, the higher court 
held that the law of the state of breach, 
California, is to govern and that proof 
of fraud was properly rejected. 

a 


INSANITY CLAIMS 


The Tennessee court of appeals, east- 
ern section, had a total and permanent 
disability issue in Lemarr vs. Metro- 
politan Life. The plaintiff sought to re- 
cover disability benefits under a group 
policy, alleging that he became totally 
and permanently disabled by reason of 
insanity. It was shown that he had 
been confined to a state hospital after 
suffering a mental breakdown, but that 
after he had been released he went into 
business for himself and progressed 
nicely. The superintendent of the state 
hospital was allowed to testify that the 
plaintiff, when released was still suf- 
fering from dementia praecox and was 
in his opinion totally and permanently 
disabled. However, the testimony of 
another doctor who had examined the 
plaintiff merely for the purpose of tes- 
tifying as a witness was excluded. The 
higher court holds that both rulings on 


evidence were correct and that the evi- 
dence warranted the action of the lower 
court in directing a verdict for the 
company. 





Answers in Application 

The St. Louis court of appeals denied 
a rehearing in an appeal from the circuit 
court of the city of St. Louis in Longo 
vs. John Hancock Mutual Life. In an 
action to recover the face value of a 
policy, the company claimed that it was 
not liable on account of false statements 
contained in the application. It was 
disclosed that the false statements had 
been written in by the agent without 
the assured’s knowledge and that the as- 
sured had not discovered that fact. 
Judgment was in favor of the plaintiff 
but the company claims that the court 
did not sufficiently consider its conten- 
tion that the failure of the assured to 
discover the fraud when she could have 
done so by reading the policy operated 
to make her an accomplice in the per- 
petration of the fraud. The higher court 
holds, however, that the point was not 
properly raised by the defense pleaded 
and that the issue was not involved in 
the case. 





Kiplinger Visits Southwest 


Ralph E. Kiplinger, agency director 
for the central division of the Guaran- 


REJECTED RISKS 





The threat that he may not be able 
to pass the medical examination has mo- 
tivated many a prospect into buying a 
life policy. 

A prospect told an agent that un- 
der no circumstances would he buy a 
policy but the agent was persistent and 
finally got the prospect to take a medi- 
cal, although the prospect still insisted 
he wouldn’t buy. A favorable report 
came through but the agent was cau- 
tious and waited about three weeks. 
Then he enlisted the aid of a mutual 
friend who called on the _ prospect, 
chatted about this and that and then 
finally remarked that he had been re- 
jected for life insurance because of a 
bad “ticker.” That reminded the pros- 
pect about his examination so he called 
the agent and asked him what was the 
matter. The agent pretended that the 
medical report was not so good but said 
that he might be able to get a policy if 
he could offer cash with the application. 
The prospect was worried so he signed 
an application and wrote out a check. 
Subsequently the policy was issued. 








tee Mutual Life of Omaha, has just 
completed a tour of the Dallas, San An- 
tonio and Tulsa agencies. 











One of a series — Giv- 
ing facts about the 


Fidelity. 
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PRESTIGE - - COOPERATION - ~- CONTRACTS 


Success of Fidelity agents is furthered by the prestige 
of the Company, the cooperation it offers and the wide 
range of its policy forms. These factors are backed by the 
reputation it has earned for friendliness to agents and to 
policyholders. 


Founded in 1878. Assets more than $132,000,000. Insur- 
ance in force more than $370,000,000. Originator of “In- 
come for Life,’ Disability and Accidental Death benefits. 
Operates in thirty-six states, including New York and the 
New England states. 


Effective training course. Ample working tools. Super- 
vision and assistance in the field. Pre-approach and lead 
producing direct mail services. Special plans for package 
and program selling. Fidelity agents are well equipped 
with these advantages. 


Contracts include all the regular life and endowment 
plans, Modified Life, Family Income, Family Maintenance, 
‘Income for Life,” Modified “Income for Life,’ Disability 
Income, Term to 65, Juvenile (age one month on) standard 
and substandard. 


Prestige, Cooperation, Contracts, Friendliness — are 
assets that promote the success of Fidelity agents. 


DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 
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Honor Mielenz at 
50 Year Mark 


MILWAUKEE-—In recognition of 
50 years of service with Aetna Life, 
Albert E. Mielenz, general agent, will 
be honored at a banquet Feb. 20 by 
President Morgan B. Brainard and 
other home office officials. In the past 
year Mr. Mielenz was given the out- 
standing citizen’s award by the Cosmo- 
politan Club. The Kiwanis, Mr. Mie- 
lenz’ own service club, also honored 
him with “Mielenz Day.” 

Mr. Mielenz? agency represents Aetna 
Life in Wisconsin and northern Mich- 
igan for life, accident and health, and 
the group lines. This agency has been 
outstanding in all three coverages, win- 
ning company recognition on_ several 
occasions. At present there is in force 
in his agency over $50,000,000 in life 
insurance, $100,000,000 in the group 
lines, and the second largest volume of 
health and accident premiums among 
the life general agencies of Aetna. 

The standing of Mr. Mielenz with 
Aetna Life can best be expressed from 
a recent letter of President Brainard to 
Mr. Mielenz, a portion of which is 
quoted. 

“To think that for 50 years we have 
been represented in such an important 
territory by a man in whom we have 
had implicit confidence, both in his char- 
acter and in his judgment, is of ines- 
timable importance to us here at the 
home office. And when one can add 
that this man has given his friendship 
freely ancg without restraint to those at 
the home office with whom he has been 
associated, as well as his loyal support, 
encouragement and sympathetic under- 
standing at all times, it creates a situa- 
tion that I am sure is without parallel.” 

Mr. Mielenz is a Wisconsin product. 
He was born on a farm near Pewaukee. 
As a young man he was a clerk in a 
hardware store in Milwaukee which 
position he left to become associated 
with Aetna Life March 1, 1891. 





Broad Policy on War Risk 
Is Urged by Skutt 


(CONTINUED FROM PAGE 3) 


the solid growth of life insurance dur- 
ing the 1913-1920 inflationary period. It 
is true some different forces are at 
work today. However, the dollar in 
1940, even’ with its reduction in gold 
value, bought 20 percent more than it 
did in 1929. So we already have had 
different degrees of inflation. 


Gives Answer on Inflation 


“One of the best answers to this un- 
certainty and irregularity in dollar value, 
which the companies have to offer, is 
optional settlements. The payment of 
the proceeds of a policy over a period 
of many years, catches the high and the 
low dollar value and works out the prob- 
lem in about the best manner available 
to the average man or woman. I think 
we will see many more exercise these 
settlement option rights in the future. 

“In the face of changing governments 
and economies throughout the world, it 
is almost brazen to predict, but I will 
take a chance with you on this: With 
the requirement of diversification in as- 
sets to meet the various state invest- 
ment laws, with its principles and prac- 
tices already tested time and again 
through wars, epidemic and depressions, 
with its method of doing business on a 
long range basis, upon standards actu- 
arially and arithmetically sound, with 
the assistance and guidance of state in- 
surance department officials cognizant of 
their trust and responsibility, I believe 
that—war or no war, inflation or defla- 
tion—as long as there is value to any- 
thing in this country, legal reserve life 
insurance will be valuable to its owner 
and its beneficiary.” 

Mr. Skutt said the vast majority of 
people now insured could engage in war 
service and have full protection under 
their present policies. From the stand- 





point of the companies, he commented, 
this should aid the persistency of busi- 
ness as war threatens, and from the na- 
tional standpoint, it strengthens the 
morale of the people. 

“Close study of the introduction of at- 
tack upon civilian population and peo- 
ple hitherto known as noncombatants 
which has been one of the great innova- 
tions of the present war,’ Mr. Skutt 
said, “eventually may call for consider- 
ation of a blanket exception applicable 
to death or disability to the insured in 
time of war with reference to military 
or naval service.” 

He said that change from a peace to 
war economy may be felt by investment 
departments of the life companies, but 
with new fields of investment opened by 
large industrial expansion, this effect 
should not be entirely adverse. 





New Bank Proves Popular 


The new “Estater Calemeter’” calen- 
dar bank put out by the Zell Products 
Corporation, New York City, is meeting 
with unusual popularity. It is a decided 
improvement over former calendar 
banks. It has been streamlined and has 
chrome trim and pedestal. The bank, 
while clever from a mechanical stand- 
point, is also more ornamental. Many 
leading agents are endorsing its use. 


U. S. Insurers Proscribed 
List in Canada Named 


TORONTO—Superintendent Finlay? 
son of Canada in his blue book for 
1939, just published, reveals that the 
following insurers in the United States 
are on the prohibited list insofar as the 
use of the Canadian mails is concerned: 

American Travelers of Indianapolis; 
American Life & Accident, St. Louis; 
Associated Adjusters, Milwaukee; Bur- 
bank Mutual Life & Benefit, Los An- 
geles; Capital Mutual Benefit, Denver; 
Minnesota Commercial Men’s, Minneap- 
olis; Pioneer Mutual Benefit, Phoenix, 
Ariz.; Postal Life & Casualty, Kansas 
City; Prudence Mutual Benefit, Jersey 
City; Sterling Casualty, Chicago; Trav- 
elers Health, Omaha. 

Mr. Finlayson states that while no 
new cases developed, the following 
companies in the United States have 
undertaken to refuse to issue further 
policies to Canadians: 

Alliance Mutual Life, Santa Ana, 
Cal.; American Aid Association, South 
Bend; Arcadia Mutual Casualty, Chi- 
cago; Commercial Travelers Boston 
Benefit, Boston; Commercial Travelers 
Eastern Accident, Boston; Connecticut 
Commercial Travelers Mutual Accident, 
New Haven; Family Mutual Benefit, 
Phoenix; Great Western Mutual, Phoe- 


——————— 
nix; Guaranty Union Life, Beverly 
Hills, Cal.; Illinois Commercial Men’, 
Chicago; Illinois Traveling Mer’, 
Health, Chicago; Iowa State Traveling 
Men’s, Des Moines; Monarch Protege. 
tive, Camden; National Aid Life 
Springfield, Ill.; National Protective 
Kansas City; National Security, Bey. 
erly Hills; Penn-Jersey Beneficial 
Camden; Provident Aid Society, Sout), 
Bend; States Mutual Aid, Mishawaka 
Ind.; T. B. A. American Benefit, La. 
fayette, La.; United of Chicago (cep. 
tury policy department) Elgin, Ill; anq 
World, Omaha. 


STOCKS 


H. W. Cornelius of Bacon, Whipple & 
Co., 135 South La Salle street, Chicago, 
gives the following stock quotations of 
life companies as of Feb. 11: 


Par Div. Bid Asked 
27% 29 














Aetna Life .... 10 1.40 

Conn. Genl. .... 10 .80 25% 23% 
Contl. Assur.... 10 2.00 36% 38% 
Life & Cas...... 3 -50 10 
Lincoln Natl.... 10 1.40* 291% 31% 
New World Life 10 .30 4 5 
N. W. Natl. Life 7.50 .30 9% 11 
Ohio Natl. Life. 10 25 27 
Old Line Life.. 10 10% 12 


Travelers ..... 00 z 
Wis. National... 10 1.00 16 18 
*Includes extras. 





SECURITY LIFE ano ACCIDENT COMPANY 


is the 


NEW NAME FOR COLORADO LIFE COMPANY 


A Name More Indicative of the Wide Territory we serve and the Broad Coverage We Offer 


Condensed Financial Statement 








December 31, 1940 


ASSETS LIABILITIES 
Cash and Quickly Convertible Legal Policy Reserves............ $4,186,509.00 
BE: -seceetent a doliroa vies pon $2,507 ,389.66* Other Policyholders' Reserves 
First Mortgage Loans........... 1,931,798.99 and Credits ..... en is pent Nc 463,407.15 
Interest and Premiums paid in 
OCRIESIGHO <1 500k ces ohne 8,986.80 CTRL REIGE es Pane +8 Wa oe ee 38,332.00 
Stocks Owned and Railroad Reserves for Taxes and Other 
Bonds Owned ............... NONE Liabilities, including Voluntary 
Policy Looms and Liens within cee — ne wens 
the Reserves ................ 581,455.31 Fe waar 
Net Uncollected and Deferred TOTAL RESERVES FOR ALL 
PI aires) oat cua wee ass 323,424.23 0 8: . re $4,787,477.34 
(Reserve liability is set up on the Paid up Capital :...... $250,000.00 
liability side ‘of this statement the General Surplus ...... 350,000.00 
same as though these premiums 
et eer ee eee TOTAL SURPLUS TO POLICY- 
Other Admitted Assets.......... 34,422.35 2 eee nt ae 600,000.00 
TOTAL ADMITTED ASSETS. . .$5,387,477.34 $5,387,477.34 
*Actual market value is. $74,203.64 more than book value shown above—no bonds in 
default, either as to principal or interest. 
Oustetemelins Lie Ie Tatweried.. .. 2. nnn cee cee be kee dindccbees $2,383,547.00 
Total Life Insuramce in Force as of December 31, 1940 .............000.00. 000.0000. 42,827,435.00 
eo Le er Seen aT ene re 666,787.16 


A broad line of Life policies, including Juvenile and the Family Circle (Group) policies. Also a full 
line of Accident and Health policies. 


Some desirable General Agency territory open for both Life and/or Accident and Health. 
Address: W. LEE BALDWIN, President 
SECURITY LIFE AND ACCIDENT COMPANY 


P. O. Drawer 360 


, Denver, Colorado 
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Anderson States 
His Attitude 


(CONTINUED FROM PAGE 1) 





life insurance companies and the lists 
of names which he had were not fur- 
nished by any insurance company. | A 
statement that the committee had im- 
plied that the insurance companies were 
unsafe and that they furnished funds 
and lists of policyholders to the com- 
mittee was made by a group not in 
any way connected with the committee. 

“Since the election the committee has 
organized on a permanent basis, incor- 
porated under the laws of Delaware, 
with the following scope and purpose: 

“This work is being continued at 
the insistence of policyholders, agents 
and other contributors. It is non-polit- 
ical and non-partisan and is interested 
in current measures (not future candi- 
dates for office). It believes that pri- 
vate enterprise and the American way 
of life will be importantly affected by 
this administration and this Congress. 
It will present, directly to policyhold- 
ers and savings depositors, unbiased re- 
ports on current federal legislation and 
policies which affect the securities held 
by life insurance companies and sav- 
ings banks. It will oppose further en- 
croachment of government whether by 
direct competition, regulation or dis- 
criminatory taxation. It will defend 
states rights and private enterprise 
generally and will give particular heed 
to current proposals for federal regula- 
tion and/or competition in the insur- 
ance field. We endorse the view of 
policyholders and agents that further 
federal competition in the insurance 
field will be detrimental to policyhold- 
ers and that federal regulation will ex- 
tend the dead hand of bureaucratic 
control over 30 billion dollars of life 
insurance assets.’ 


Sees Duty of Agent 


“Ever since I became connected with 

the association movenient, local, state 
or nation, I have felt that it is the 
agent’s duty to protect the interests of 
his policyholders in all things which 
might affect his life insurance. Since 
the life insurance companies are not in 
a position to take a stand in matters 
which may become controversial, and 
the National Association of Life Un- 
derwriters might be accused of bias 
when supporting or opposing economic 
trends or legislation; it seems to me 
that an organization of policyholders 
and investors which will watch eco- 
nomic trends and legislation as they 
affect their own interests should not 
receive any criticism from the agents 
or the companies, because after all the 
agents and the companies should be in 
accord with anything which is good for 
the policyholders. 
_ “There are, however, a group of men 
in the National association who feel 
that the association might be accused 
of sponsoring the Peoples Committee 
(overlooking the fact that practically 
all the agents in the United States are 
also policyholders) because of my con- 
nection with the National Association 
of Life Underwriters and my activity in 
the new organization. 

As I do not wish to cause embar- 
rassment to any member or be respon- 
sible for undue criticism of the activi- 
ties of the National association, I would 
like to tender my resignation as chair- 
man of the law and legislation com- 
mittee.” 





Honor Hale for Leadership 


ATLANTA—Frank H. Sykes, vice 
President and manager of agencies of 
the Fidelity Mutual Life, and R. °F. 
Tull, vice-president in charge of under- 
Writing, visited Atlanta to honor W. 
Stanton Hale, manager in this territory, 
on his achievement in placing Atlanta 
ahead of Boston, Philadelphia, Chicago, 
Washington, Pittsburgh and San Fran- 
Cisco in the company’s business com- 
petition, 


Defense Boom Stimulates 
Sale of Key Man Cover 


(CONTINUED FROM PAGE 1) 


old man is likely to die first and that 
such a probability compensates for the 
off balance in premium. However, the 
25 year old man may balk, saying that 
the averages might not run true. Mr. 
Simon favors the pooling of premiums 
and equalizing the cash values. If the 
young man can’t afford sufficient in- 
surance on the older man to purchase 
the older man’s entire stock, then a 
smaller amount of insurance should be 
placed on the older man so as to pro- 
vide enough to make a down payment 
at least on the purchase of the stock 
of the senior executives. 

In answer to another question, Mr. 
Simon said he much prefers ordinary 
to term insurance in business cases, not 
only because he is committed to ordi- 
nary on general principles, but because 
there is a tendency to drop the whole 
agreement when the term expiry pe- 
riod arrives. 

Mr.. Thomas inquired whether there 
were available four or five simple 
forms of stock retirement agreements 
that would provide a pattern for prac- 
tically any case. He said that it is very 
difficult to get a meeting of the minds 





of the various parties on the terms of 
the agreement. Mr. Simon replied that 
in New York certain agreements have 
been practically standardized and they 
can be endorsed to give flexibility. 

In answer to another question, he 
said he is completely opposed to the 
so-called optional purchase plan. An 
option to buy or not to buy is worth- 
less, he contended. The idea of a con- 
tract is to avoid such an option. 

The usual questions as to recom- 
mended procedure when one or more 
of the parties is uninsurable came up. 
For one thing, Mr. Simon said that he 
favors placing double insurance on the 
life of an insurable rather than selling 
annual premium deferred annuities to 
the uninsurable. He made the state- 
ment that so long as there is one per- 
son with a substantial interest, insur- 
able and willing to sell, and another 
willing to buy, an arrangement can be 
perfected. 


SPEAKS IN KANSAS CITY 


KANSAS CITY—Leon Gilbert Si- 
mon spoke before nearly 300 members 
and guests of the Kansas City Associa- 
tion of Life Underwriters. 

The membership of the association, 
according to Chairman Kiah Warden, 
Connecticut General, who reported at 
the meeting, is at the high peak of 356 


with good prospects for a top of 400 
members at the conclusion of the pres- 
ent membership drive. Nineteen agen- 
cies in Kansas City show 100 percent 
representation in the association. 


Social Security Talk in L. A. 


LOS ANGELES—Dr. C. H. Cun- 
ningham, Los Angeles manager of the 
Social Security Board, told the members 
of the Life Insurance Managers Associ- 
ation about his work. 

He pointed out that retirement now 
is not compulsory at age 65 and that 
approximately 25 per cent of insured 
employes elect to remain at work. 

Albert E. Payton, James H. Cowles 
and Harold E. Saul were named a com- 
mittee to prepare a memorial for the 





late John Newton Russell. - 
Leads Equitable Society Women 


Mrs. Sarah B. Smith of the Wheeling, 
W. Va., agency of Equitable Society, 
whose production last year placed her 
high on the company’s honor roll, was 
in first position among the company’s 
several hundred women producers 
throughout the country. She has been 
17 years with Equitable and has placed 
several millions of ordinary and annui- 
ties, and has an attractive volume of 
group insurance. 
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sojourns in the West or South this winter. 


E’RE pleased to announce that some NYNL 


agents and their families are enjoying brief 


We don’t begrudge them this luxury. They are, almost with- 
out exception, veteran agents whose consistent production of good 


persisting business over the years is now paying them real money 


in renewals under the Arnold System. 


That these men can now 


begin to realize life-long dreams of a winter vacation in a warm 
climate is proof that the System is doing just what it was designed 
to do—pay adequate compensation to the ‘“‘backbone”’ agent who 
measures his success in terms of satisfied customers rather than 


in sales alone. 


He’s earned it—and he gets it. 


We wish all our old-timers who feel so inclined could vacation 


in California or Florida. 


0.4 ARNOLD-PRESID 


Some day, we expect, they can. 
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EDITORIAL COMMENT 





Opposing the Proposed F. L. I. I. C. 


SENATOR WRIGHT PATMAN of Texas has 
announced that he will introduce a bill 
for a life insurance security fund, 
comparable to the Federal Deposit In- 
surance Corporation, that would guar- 
antee payment of death benefits in 
failed life companies up to $5,000. He 
indicated that his main interest is not, 
however, to safeguard the policyholder, 
but to strengthen the competitive posi- 
tion ‘of the smaller companies, so that 
the big companies won’t have so much 
money to deposit in the big banks in 
the big cities. And that prompts us to 
make some obvious remarks. 

In the first place, if Senator Patman 
wants to do an operation on the big 
banks, why doesn’t he get up a bill that 
would limit the amount of deposits that 
any one interest might make in any one 


bank. Then he would have a clean cut’ 


issue that could be debated. 

In the second place there is abso- 
lutely no need for legislation, state or 
federal, to guarantee the payment of 
death benefits. Of the life insurance 
receiverships of the past decade and 
probably of previous ones, too, there 
have been only two or three minute 
companies that were in such a wretched 
shape that they could not be reinsured 
even with 100 percent lien. They were 
so small and the amount involved was 


so small that they can be dismissed 
from consideration as a basis for such 
legislation. 

When failed companies are reinsured, 
the first consideration is always to pro- 
vide that death benefits shall be paid. 
The continuing policyholder must pay 
interest on the lien, but that is the ex- 
tent of his penalty. The first impor- 
tance of death benefits has been recog- 
nized by all the courts. For instance, 
we have before us a decision of a Min- 
nesota court of recent vintage in which 
the statement is made: “The primary 
purpose of life insurance is to pay death 
claims to designated beneficiaries. All 
other benefits such as cash surrender 
values, extended and paid up values, 
dividends, etc., although important, are 
incidental.” 

The functioning of the life insurance 
system inherently provides for the 
preservation of death benefits and a 
guarantee fund could serve no real pur- 
pose. Indeed it might be abused. 
Salesmen might permit the impression 
that such a guarantee fund is uncondi- 
tional, and that a policyholder runs ab- 
solutely no risk in buying $5,000 in- 
surance in any company under the 
fund. Moreover, it would be a serpen- 
tine approach to federal control. We 
are against it. 


Obstructive Tactics Discouraging 


It 1s up to proponents of low cost 
housing projects to devise some way 
to eliminate the obstructive tactics of 
selfish interests. The Metropolitan 
Life’s commendable plans for housing 
projects in California are being held up 
by court actions by property owners and 
apartment operators. There are great 
possibilities for public benefit in life 


companies investing in such projects and 
providing the funds for slum clearance, 
but it is unfair to expect them to enter 
into extended litigation in regard to the 
construction of housing units. The Cali- 
fornia situation is deplorable and is dis- 
couraging further experiments in the 
low cost housing field by the life com- 
panies. 


No Hearing for the “Peoples Committee” 


SUPERINTENDENT PINK’s denial of the 
hearing which Secretary Robert E. 
Smith of the Peoples Committee to De- 
fend Life Insurance and Savings re- 
quested because of criticisms of the 
committee’s political activity that Mr. 
Pink included in his report to the New 
York legislature brings up a point 
which is new in insurance history. That 
is the status and supervision of organ- 
izations purporting to represent the 
policyholders. As Mr. Pink pointed 
out in his letter to Mr. Smith, none of 
the companies under the New York de- 
partment’s jurisdiction appeared, on in- 


vestigation, to have had any close con- 
nection with the committee or to have 
supported it and thus the department 
had no jurisdiction over the committee. 

It is to be hoped that the commit- 
tee will do its best to represent the true 
interests of life insurance policyhold- 
ers. “Hope” is the right word in this 
case for there is no supervisory author- 
ity to exercise any control whatever, to 
see that it is the interest of all policy- 
holders and not just some special group 
that is being furthered. The Peoples 
Committee claims to have dropped its 
political activity and reorganized on a 


nonpartisan basis. But even assuming 
that it has, there is still no supervisory 
authority to see that it or other similar 
organizations which may spring up 
eschew politics and operate effectively 
in the interest of policyholders. 

It is regrettable that organizations 
purporting to represent the policyhold- 
ers—or any other large and inarticulate 
portion of the public—are not answer- 
able to some authority. Unless an as- 
sociation like the Peoples Committee 
spreads like a prairie fire it is difficult 
to see how it is ever going to be really 
representative of any significant portion 


of the insuring public. It seems even 
less likely that any large percentage of 
those contributing to it will take an 
active part in overseeing its affairs. 

Organized labor has often been criti. 
cized as representing only a minority 
of all laborers. The same criticism yjlj 
apply to self-constituted groups pur. 
porting to speak for policyholders yp. 
less they are broad enough in member. 
ship to be really representative or else 
take the most scrupulous precaution 
to make sure that they are acting jp 
the interests of the policyholders gep. 
erally. 








PERSONAL SIDE OF THE BUSINESS 





J. Lester Sharp, recently named Tulsa, 
Okla., manager of the Acacia Mutual, is 
the father of a son, John Michael. 


James H. Brennan, Chicago, manager 
of Fidelity Mutual Life, is confined to 
his home with a broken ankle. He fell 
on the ice while entering his automobile. 


For 30 years scores of loyal Univer- 
sity of Michigan alumni have gathered 
to pay tribute to J. Fred Lawton, as- 
sociate general agent Connecticut Mu- 
tual in Detroit, on his birthday and to 
revive memories of 1911, when Lawton 
wrote the university’s famous fighting 
song, “Varsity.” Last Sunday was his 
53rd birthday. A Detroit hotel supplied 
a huge birthday cake for the celebration. 


Jack Epps, former Richmond manager 
of Shenandoah Life, has entered the 
service as captain in the 111th coast ar- 
tillery, which is being merged into the 
176th infantry. 


C. M. Ortega, president of the Cuba 
Life of Havana, has been in a hospital 
in Richmond, Va., the past month un- 
dergoing medical treatment. He planned 
to leave on his return trip to Havana 
this week. Before organizing the com- 
pany about ten years ago he was in the 
local agency business in Richmond. 


Henry Laffer, Northwestern Mutual 
general agent in Wichita and chairman 
of the programs and meetings commit- 
tee of the Wichita chamber of com- 
merce, headed the committee that 
arranged the ‘Zoom Town” annual meet- 
ing of the Wichita chamber, with 4,000 
in attendance, the largest gathering it 
has ever held. 


Kiah Warden of the Kansas City Con- 
necticut General Life agency, one of ten 
agents in the coamnany to analify for 
the “Vice-President’s Club”  througii 
1940 production, will be married March 
8 to Miss Doris Davis. They will 
honeymoon in Hartford. 


Fred East, manager of the policyhold- 
ers service bureau and publicity de- 
partment of the West Coast Life, is in 
St. Luke’s Hospital San Francisco, re- 
cuperating from an emergency appen- 
dectomy. 


Dr. Marion Souchon, vice-president 
and medical director of the Pan-Ameri- 
can Life, received the annual award for 
his “Chinese Theatre,’ as “the most 
distinctive painting,” in the Mississippi 
Art Association’s annual exhibit at 
Jackson, Miss. Dr. Souchon took up 





painting as a hobby and has received 
awards at other exhibitions. 


Impressive ceremonies were held at 
Pulaski, Tenn., recently in connection with 
the dedication of the new public library 
there which was made possible by the 
gift of C. A. Craig, chairman of Na- 
tional Life & Accident, and Mrs. Craig. 
Mr. Craig was born and raised in Giles 
county in which Pulaski is located and 
it was there that he met Mrs. Craig 
while she was a student at Martin Col- 
lege. The Craigs have had great sen- 
timental attachment to that region and 
the speakers at the dedication expressed 
the greatest affection for Mr. and Mrs, 
Craig. 


At the mid-year meeting of the Na- 
tional Association of Life Underwriters 
in Wichita those in attendance will be 
able to check up on what best dressed 
men should wear by consulting Gale 
F. Johnston, St. Louis divisional group 
sales manager of the Metropolitan Life 
and National association trustee. The 
Merchant Tailors & Designers Associa-' 
tion recently selected the 20 best 
dressed men of 1941, which included 
Mr. Johnston and such notables as W. 
S. Knudsen and E. R. Stettinius of the 
national defense commission, James 
Melton, opera singer, and Walter Pid- 
geon, movie actor. Mr. Johnston was 
cited as “representative of the best in 
conservative dress which he combines 
with a flair for new and colorful ac- 


DEATHS 


Patrick McGovern, who died in Hart- 
fori ai the age of 91, was the largest 
holder of shares in Travelers and Aetna 
Life and he owned stocks in all publicly 
owned Hartford insurers. He is cred- 
ited with owning 6,705 shares of Trav- 
elers and 70,760 shares of Aetna Life. 
He always attended the annual meet- 
ings of those companies. 

Mr. McGovern, a native of Ireland, 
went to Hartford at the age of 14. He 
had a great facility for mathematics and 
was connected with Aetna Life 40 years. 
He retired in 1918, at that time being 
head of the investment department of 
Aetna Life. He started buying insur- 
ance shares in 1863. He accumulated all 
his cash and stock dividends and often 
said that he never sold a share. The 
value of his insurance stock holdings 1 
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estimated at about $5,000,000. At the 
eak, the value is said to have been 
about $30,000,000. = = 

Mr. McGovern, while with Harbison 
Brothers, grocers, saved $1,090 with 
which he bought 10 shares of Travel- 
ers. That was the nucleus of his in- 
surance holdings. Mr. McGovern was 
closely associated with Morgan G. Bulk- 
ley, late president of Aetna Life, who 
was a former mayor of Hartford and 
former governor of Connecticut. The 
story is told that while Mr. McGovern 
was at the office of Connecticut Mutual 
Life, preparing a history of that com- 
pany, Mr. Bulkley, who had just been 
elected Aetna Life president, marched 
in and took Mr. McGovern to the Aetna 
Life office where he remained 40 years. 

C. A. Galloway, 52, district manager 
at Gulfport, Miss., for the Life & Cas- 
ualty, died suddenly while on a business 
trip to Nashville. 

Guy D. Means, 68, former district 
manager of the New England Mutual 
Life in Lima, O., died there. He re- 
tired several years ago. 

Mrs. Kate M. Reese, 66, wife of Na- 
thaniel Reese, Detroit general agent 
Provident Mutual Life in Detroit, died 
at her home in Highland Park, Mich., 
after a long illness. The Reeses had 
been married 45 years. 


Relief Act Expected 
to Cause Trouble 








(CONTINUED FROM PAGE 1) 


new business by using “the government 
will pay the premium” as a sales ap- 
proach. The companies wish to abide 
by the spirit of the act which does not 
intend to enable the insu:ed to evade 
the payment of the premium even if 
there is a technical possibility for doing 
so. In the case where some member of 
the family pays the premium even after 
relief has been secured, most of the 
companies will apply it against the next 
premium payable. There is a definite 
advantage to the insured in havine his 
family pay his premiums and using the 
automatic premium loan provisions of 
his policy in most cases rather than ap- 
plying for government relief. 


Cash Value Inconsistency 


One of the inconsistencies which ap- 
pears in the act is that although the in- 
sured may have considerable cash value 
to his credit, if he has borrowed over 50 
percent of it he cannot 2~piy for relief. 
On the other hand a person with a term 
policy without cash value can get relief. 
The applicant for relief can select poli- 
cies on which he wants relief up to $5,- 
000 and he is not compelled to report on 
his other insurance. However, the vet- 
erans’ administration, if notified of all 
the policies, selects the ones with the 
greatest cash value. As soon as the ad- 
ministration approves the relief the pre- 
miums are put on an annual basis, re- 
gardless of how they were paid for- 
merly. 


Elect New Officers 


J. I. Salins, Aetna Life, retiring presi- 
dent, presided and gave his annual re- 
port. G. A. Watkins, New York Life, 
representing the Chicago association’s 
membership committee, stressed the ad- 
vantages of membership. Miss Joy 
Luidens, executive secretary Chicago as- 
sociation, announced plans for the fu- 
ture. Miss Christine Ludwig, State 
Mutual, gave a report of the nominat- 
ing committee. The new officers are 
Miss Ethel N. Elmer, Connecticut Gen- 
eral, president; J. W. Skogstrom, Fi- 
delity Mutual, vice-president, and Perry 
W. Ward, New England Mutual, secre- 
tary-treasurer. New directors are Miss 
Mary K. McMahon, National Life of 
Vermont; J. A, Shevlin, Prudential; H. 
D. Stone, Berkshire Life, and Mr. Sa- 

S: 


lin 





a tecldent & Health Week comes March 
~29, Stage a drive. Write your com- 
pany for promotional material. 





Investment Expert Dies 
in Airplane Crash 











FREDERICK J. FREER 


Frederick J. Freer, manager of mort- 
gage investments for Great-West Life, 
and outstanding authority on Canadian 
land economics, was killed when a reg- 
ular Trans-Canada Airways plane 
crashed near Armstrong, Ont. He was 
returning to Winnipeg from Ottawa 
where he had been discussing the re- 
establishment of soldiers returned from 
overseas for discharge. 

Mr. Freer’s death will be widely felt 
as he had a very comprehensive knowl- 
edge of investment problems and _ his 
Opinion and judgment carried weight 
not only in his own company but with 
the mortgage investment associations of 
eastern and western Canada and the fed- 
eral and provincial departments. He 
was frequently consulted by the gov- 
ernment on land matters. 

Born in Brandon, Man., in 1892, Mr. 
Freer was educated at Brandon College 
and University of Saskatchewan. After 
teaching a year, he served three years 
overseas with the Canadian Mounted 
Rifles. After the war he was superin- 
tendent of the soldier’s settlement board 
of Alberta and later Manitoba. Before 
joining Great-West he was four years 
superintendent of land settlement for 
Canadian National Railways. 

Mr. Freer was active in community 
affairs, rural rehabilitation and in the 
Canadian Legion. A major in the vet- 
eran’s reserve, he had been acting as a 
company commander in that unit. 

Two other passengers on the plane 
carried insurance with the Great-West, 
and the company had the group insur- 
ance on the air line. 





Committee Cooperating with 
Universities Meets 


NEW YORK—While definite pro- 
gress was made at the meeting here of 
the committee for cooperation with col- 
leges and universities it will be some 
time before anything specific can be an- 
nounced, as the project requires a great 
deal of preliminary work and discussion. 

‘Chairman Grant L. Hill, director of 
agencies Northwestern Mutual Life, 
and all but one of the other members 
were on hand for the all-day session. 





Pa. Advertisers Study Type 


PHILADELPHIA — Under the 
chairmanship of George A. Adsit, vice- 
president of Girard Life, the Keystone 
group of the Life Insurance Advertis- 
ers Association has begun a series of 
meetings, at which the study of the 
mechanics of the printed word is being 
discussed. 

The first was addressed by Sol Hess, 
art director of the Lanston Monotype 
Machine Company of Philadelphia. A 
prominent designer of monotype type 
faces, several of which bear his name, 
he spoke on “The ABC of Type.” 


fs 


MONTH-AFTER- MONTH, IN 
1941, POWERFUL FULL-PAGE 
ADVERTISING LIKE 
THIS WILL CONTINUE 
TO GIVE UNION CENTRAL 

SALESMEN ITS 
EFFICIENT SUPPORT * 








| muLTIPLE PROTECTION FEATURED IN FEBRUARY, MARCH ! 





APPEARING IN 


“ OUT OF EVERY 20 LIFE INSURANCE 
, COMPANIES, ONLY ONE GIVES ITS 
SALES FORCE THIS VITAL HELP ! 
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Colorado Life Becomes 
Security Life & Accident 


DENVER—Security Life & Accident 
is‘ the new name of Colorado Life. 
President W. Lee Baldwin explained 
that the former title localized the com- 
pany, and was of no benefit when the 
company entered other states. Only 
about one-fifth of the business in force 











W. LEE BALDWIN 








“ 


#Colorado, and “as we shall have 
to.B€t 4 major portion of our business 
from; other states, it became obvious 
tha change to some other name was 
necessary.” 






e do a favorable accident and 
health business, and we believe the new 
name should suggest the broad cover- 
age that we offer; hence, the word ‘ac- 
cident’ is included in the name. 

“‘Security’ and life insurance go 
hand in hand, and thus we arrived at 
the name. ‘There is no other change 
involved. The corporate structure’ re- 
mains the same, and the officers, direc- 
tors and other personnel remain un- 
changed.” 


‘Last year Colorado Life showed sub- 
stantial gains in assets and surplus, and: 


$2,383,000 gain of insurance in force. 
The company now has in force about 
$43,000,000 of. life insurance. 

«A campaign, “A Goodby and How- 
do-you-do Party,” is being staged, say- 
ing farewell to the ‘old name and salut- 
ing the new. 


Tumblety St. Lawrence President 


Peter E. Tumblety, “‘ace-president 
since last September, has “been elected 
president of the St. Lawrence Life .of 
New York, succeeding the late Miss 
E. E. Meares.. Mr. Tumblety was with 
the Columbian National Life for 38 
years, starting as an office boy when it 
opened for business in 1902. He had 
been for many years in charge of its 
claim department. He had served as 
president of the Boston Claim Associa- 
tion.and was active in the International 
Claim Association. Although his work 
had been primarily in the claim depart- 
ment, he also took an interest in agency 
problems. He was a speaker at the 
mid-year meeting of the National Acci- 
dent & Health Association in St. Louis 
last year. 


Texas Merger Is Ratified 


Stockholders of Republic National 
Life and Southern Old. Line Life have 
now formally ratified the reinsurance 
contract under which Republic takes 
over all:assets and liabilities of South- 
ern. Republic will issue assumption 
certificates to every. policyholder of 
Southern Old Line, fully guaranteeing 
the terms ofsthe contract. 


Republic National under President 


T. P. Beasley has made remarkable 
progress in the past four years. Its in- 
surance in force has more than trebled 
and the assets are four times as great 
as they were in 1937. Republic Na- 
tional has taken over a number of other 
companies. Insurance in force now 
stands at $33,840,037, assets exceed $4,- 
000,000 and _ capital-surplus exceeds 
$425,000. 





Marquette Life Examination 


A report of an examination by the 
Illinois department of Marquette Life of 
Chicago, an assessment legal reserve 
company, as of Sept. 30, 1940, shows 
assets of $43,264 and unassigned funds 
of $8,251. Guarantee fund certificates 
outstanding totaled $22,250. 

Total benefit policies in force as of 
Sept. 30 were $857,443. Total disburse- 
ments in 1940 to Sept. 30 were $10,984. 
Net reserves were $26,996. Practically 
all of the company’s new business is 
acquired through advertising, acquisition 
cost of which is 50 percent of the first 
month’s premiums. 

John MacArthur is president. 


COMPANY MEN 


Jefferson Standard Names 
Dr. Jones Medical Director 


The Jefferson Standard Life has ad- 
vanced Dr. W. M. Jones from assistant 
to medical director, 
succeeding the late 
Dr. J. 7. Battle. 

Dr. Jones joined 
the Jefferson Stand- 
ard in 1923. In 
1905 he graduated 
from the Univer- 
sity of Maryland 
and in 1908 located 
in High Point, 
N. C., to practice 
medicine. In 1912 
he went to Greens- 
boro as county 
health_officer, serv- 
ing until. 1923. 

Dr.4fones has been president of ‘the 
North Carolina Health Officers Associa- 
tion, councillor for three years of the 
North Carolina State Medical Society 
and treasurer for three years. From 
1921 until 1927 he was a member of 
the state board of examiners. 














W. M. Jones 





Connecticut Mutual Names 
Three New Officials 


Connecticut Mutual Life has three 
new officials: Thomas S. Hargesheimer, 
ae : supervisor of city 
loans; Paul 
Sheridan, . assistant 
supervisor’: of city 
loans, and E. A. 
Starr, supervisor of 
employe insurance 
plans. , 

Mr. Hargesheim- 
er has been the 
C-omMpea n'y,’ s 
loan correspondent 
for Pennsylvania, 
Delaware and part 
of Maryland for 
five years. In the 
Philadelphia real 
estate business 15 years, he has placed 
loans with Connecticut Mutual on urban 
properties for more than $5,000,000. 


Started in Mortgage Loan Work 


Mr. Sheridan, with Connecticut Mu- 
tual for seven years, has supervised de- 
partmental work for the city loan de- 
partment. On graduation from Ford- 
ham Jaw school he entered mortgage 
loan -work in New York and was as- 
sociated with City Bank Farmers Trust 





E. A. Starr 





Company, State Title & Mortgage Com- 
pany and Equitable Society. 

Mr. Starr joined Connecticut Mutual 
in 1937. A graduate of Ohio Wesleyan 
University, he became an agent with 
Equitable Society in Columbus, O., 
where he had unusual success in selling 
the salary savings plan. In 1936 he 
was transferred to the home office as 
assistant manager of the salary savings 
division. 

At Connecticut Mutual Mr. Starr will 
educate and train agents in salary sav- 
ings, pension trust and bonus trusts. 
He has played a large part in the estab- 
lishment of employe insurance plans in 
over 300 concerns throughout the coun- 
try. 


Three Aetna Life Head 
Office Men Are Advanced 


HARTFORD—F. P. Perkins has 
been advanced from assistant actuary to 
associate actuary of Aetna Life. Ralph 
J. Walker has been elected assistant ac- 
tuary and Henry S. Snow assistant sec- 
retary. of the group division. 


Thompson Mass. Mutual Director 


Edward H. Thomson, president Fed- 
eral Land. Bank of Springfield, was 
elected a. director of Massachusetts Mu- 











in the picture: Top row— 
left to right: Raymond C. 
Brumley, Austin; B. A. Don- 
nally, San Angelo; William 
T. (Bill) Murphy, Houston; 
C. B. Erwin, San Antonio; 
J..Harold Sharpe, Fort Worth; 
Ross Priddy, Dallas; D. G. 
(‘Doe’) Liggett, Tyler; and 
Archie Copeland, Lubbock, 
‘winner of (940 Agency 
Manager’s Trophy. 


Bottom row—left to right: 
John Briggs, Assistant 


Secretary; Paul V. Montgom- 








A. Morgan Duke 
President 


Home Office: DALLAS 





tives for a splendid job well 
done! 
Southland Life's field forces dur- 
ing 1940. 


..... And, more power to them 
as they get off to a flying start 


wth weree Gale. ea: in 1941. We are counting on 

dent; W.''C. McCord, £ : . ° 

Seeretary Treasurers Joe -B- -. —_. this. group to come through with 

Assistant Agency Director. another history-making year. 
Sener onenommmame Let's go! 


tual Life for one year. Considered the 
dean of farm credit leaders Mr. Thom. 
son was nine years with the office of 
farm management, U. S. Department of 
Agriculture, and was assistant chief of 
that section when he retired. Mr 
Thomson has been chairman of the bond 
committee of the twelve Federal Lang 
Banks 16 years. He is a member of the 
investment board and a trustee of the 
Springfield Institution for Savings, and 
a director of the Springfield Fire ang 
Marine Insurance Company. 


Hutchinson, Lehmkuhl Advance 


American Reserve Life of Omaha has 
elected Harold R. Hutchinson executive 
vice-president and _ treasurer. Mr, 
Hutchinson has been with the company 
since 1927 and was formerly vice-presi- 
dent and secretary. 

Walter B. Lehmkuhl was promoted 
from assistant secretary to secretary. 
Mr. Lehmkuhl is president of the Insur- 
ance Institute of Nebraska and secre- 
tary-treasurer of the Institute of Home 
Office Underwriters. 





































Thorson Named Iowa Supervisor 


Harvey Thorson, Des Moines, has 
been named home office supervisor in 
Iowa by Illinois Bankers Life. Joseph 
Fouts, who has been Iowa home office 
supervisor, has been given new duties 
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as a direct home office representative-at- 
large to supervise special work under 
direction of the agency department. 

Mr. Thorson has been serving as 
Iowa supervisor of Federal Life and be- 
fore then was active in Nebraska insur- 
ance circles. 


Bulkley Retires After 45 
Years with Conn. General 


George E. Bulkley is retiring as vice- 
president of Connecticut General Life 
after having been in the service 45 years. 
He will continue as a director. He has 
been vice-president for 24 years. 

Mr. Bulkley is 67 years of age. He 
was born at North Granville, N. Y., and 
graduated from Yale. He went with 
Connecticut General in 1897, was ap- 
pointed actuary in 1905, then secretary, 
second vice-president and finally vice- 
president. ) 

Frank J. Parker, who has been cashier 
since 1916 and has been with Connec- 
ticut General 48 years, is also retiring. 

Dr. A. J. Robinson, medical director, 
has been appointed chairman of the 
underwriting committee and executive 
in charge of all phases of life under- 
writing including the new business de- 
partment. He joined the company in 
1924, becoming assistant medical direc- 
tor in 1932. 

F. C. Henderson, secretary and actu- 
ary, has been appointed executive in 
charge of life department functions 
other than underwriting. He joined the 
Connecticut General in 1920, became 
assistant actuary in 1924, associate actu- 
ary in 1924, actuary in 1929 and secre- 
tary and actuary last year. 


Cannon Western Life Director 


Lee Cannon, agency vice-president of 
Western Life, has been elected a direc- 
tor. Nine years ago Mr. Cannon went 
with Western Life as Pacific coast 
supervisor. Seven months later he was 
made superintendent of agencies at the 
home office. In 1938 he was elected to 
the new office of agency vice-president. 


Wetzel to Handle Education 


KANSAS CITY—R. J. Wetzel, Kan- 
sas City general agent for Reliance Life 
since November, has been made director 
of education for the midwestern depart- 
ment with headquarters here. Mr. Wet- 
zel will be in charge regional sales meet- 
ings and preparing sales material. 


Colonial Life Advances Yarrick 


_the Colonial Life has elected John 
Yarrick, formerly associate actuary, as 
second vice-president. 


Peter McDonald has been appointed 
secretary of the Crown Life of Canada. 
He has been acting secretary the past 


AGENCY NEWS 


Rothaermel Is Guest of 
Fabling Agency in Denver 


DENVER—W. M. Rothaermel, vice- 
President Pacific Mutual Life in charge 
Or agencies, was guest of honor at a 
meeting of the H. C. Fabling agency 
- at luncheon attended by leading 
= men managed by Mr. Fabling here. 
Mr. Rothaermel talked on blueprinting 
pt necy to obtain the best possible 
ea This, he said, consists of a 
bs alanced plan of operation, with an 
Fe quate amount of insurance in force, 
Bh gn quality at a reasonable cost. 
th cn _year should show an increase in 

€ isurance in force, and the costs 
— be reasonable. 
mae Fabling agency presented Mr. 

aermel 41 applications for $73,000. 


Metropolitan Fetes J. C. Pocquette 


Joseph C. Po i 
. cquette, assistant man- 
al of Sn Sherman ‘Park district of 
ian iP° itan. Life in Milwaukee, was 
a at a dinner in Wauwatosa, Wis., 























Takes Higher Post 











H. C. E. JOHNSON 


_H. Clay Evans Johnson, formerly 
vice-president, was elected executive 
vice-president of the Interstate Life & 
Accident at its annual meeting. 

It was reported premium income in- 
creased $292,000 in 1940. Insurance in 
force is now $57,956,000, an increase of 
$4,500,000. 








on his 20th anniversary with Metropoli- 
tan Life. The dinner was attended by 
about 80. The ceremony in connection 
with his induction into the veterans as- 
sociation was conducted by A. S. Ko- 
chanski of the Mitchell Park district, 
Milwaukee. The service emblem was 
presented by M. J. LeBreck, retired 
manager of the Bayview district, under 
whom Mr. Pocquette started. The 
guest of honor was presented with a set 
of table lamps. The presiding officer 
was E. R. Lehmann, manager of the 
Sherman Park district. Special guests 
included Franklin J. Pocquette of Chi- 
cago, western field supervisor for the 
Meserole group of fire insurance com- 
panies, a former Metropolitan man in 
Milwaukee, and Mrs. Pocquette. 


Mulock at Madison Rally 


MADISON, WIS.—E. H. Mulock, 
president Central Life of Iowa; Dr. M. 

Olsen, vice-president, and H. E. 
Whiteley, assistant secretary, repre- 
sented the home office at the annual con- 
vention and banquet of the southern 
Wisconsin agency. C. M. Kremer, 
manager, was in charge. 


Sherman Leads Pacific Mutual 


NEWARK~—In a six week inter- 
agency production campaign of the Pa- 
cific Mutual Life, the Newark agency, 
T. C. Sherman, general agent, won first 
with $390,000 paid production. 








Carl H. Bartlett, cashier of the Wor- 
cester, Mass., branch of New York Life, 
was given a testimonial dinner by the 
agency on his 25th service anniversary. 
P. A. Norton, agency director, was 
toastmaster and presented Mr. Bartlett 
a radio, gift of the office and field forces. 
About 55 were present. 

J. E. Bailey, Nashville general agent 
Connecticut Mutual, is conducting a six 
weeks training course. 

E. E. Cooper, assistant superintendent 
of agents of Equitable of Iowa, attended 
the annual dinner-dance of the Herbert 
A. Hedges agency in Kansas City. 

A welcome party for Paul C. French, 
recently appointed head of the Kansas 
City branch office of New York Life, 
was given by agents and employes. 








The Ohio department announces that 
the deadline for requisitions for renewal 
of life licenses in Ohio is Feb. 20. This 
does. not apply to fire licenses. : 


What 





Millionaire 





$UCCES$FUL 


A special “Information Please” program featured the “Million 
Dollar Round Table” session at the National Association of Life 
Underwriters meeting in Philadelphia with 12 members answering 
pertinent questions on sales methods asked by Chairman Henry G. 
Mosler, Massachusetts Mutual Life, Los Angeles. A wealth of ideas 
covering various aspects of selling were brought out in the short 
direct-to-the-point answers by the country’s leading producers. 


The National Underwriter has reprinted the questions asked the 


“millionaires” with their complete answers 


in an attractively 


bound, 16-page booklet, made to fit a regulation No. 10 envelope, 
entitled “What Makes a Millionaire Successful?” 


No matter what other material you may be sending your agents 


don’t deny them the privilege of knowing what the top fli 
ducers of the country are saying and the arguments that 


t pro- 
ey are 


using to close their business. The sales methods used by these 
leading life underwriters must be good as proven by their records. 
Nowhere else will you find the complete answers to the argu- 
ments and methods used by the “millionaires” in a single publica- 


tion devoted to them exclusively. 


Every company, general agent and manager will certainly want 
to put one of these valuable booklets containing the sales ideas 
of the million dollar producers in the hands of every one of their 
agents. The questions, as well as the answers, are given in plain, 
everyday language and will be easily understood and appreciated 


by each person who receives a copy. 


Order a supply now. Prices shown on convenient order coupon 


below. 








ORDER COUPON 


The National Underwriter 
175 W. Jaekson Blvd. Chicago, Il. 


Please send us .. 


..... eopies of the booklet “WHAT MAKES A 


MILLIONAIRE SUCCESSFUL?” @ .......... Gin ccciceseccsss 
PRICES 
NAME ....... rer rire scauaddeos ingharane Single Copy 25¢ 
Br 2 to 24 Cepies .20¢ ea. 
eeeeeeeeeeeeeeeeee e@eeereeeee eee eeeeeeeeeee 35 Cepies wecee ASO OB. 


ADDRESS COSHH HEMP OEE SET ERE SEE ESE HEE EES a 
_Crry eeeeesessesesees ... STATE 500 


Copies ......10¢ ea. 
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LIFE AGENCY CHANGES 





Metropolitan Makes Four 
Mid-West Managerial Shifts 


Harold W. Martin has been ap- 
pointed manager of Metropolitan Life 
in Battle Creek, Mich., succeeding Paul 
N. Miller, who is transferred to Elm- 
hurst, Ill. Mr. Martin joined the com- 
pany in 1923 and had most of his pre- 
vious experience in Detroit. 

Mr. Miller succeeds James R. Fran- 
cis, who has been transferred to Chi- 
cago. Mr. Miller joined Metropolitan 
in 1926 as an agent in Milwaukee and 
served there as assistant manager. He 
has been manager at Battle Creek since 
1939. 

Mr. Francis will direct the Austin 
district in Chicago, succeeding James 
E. McCann, who has been transferred 
to Detroit. Mr. Francis has been man- 
ager in Elmhurst for six years. He 
joined Metropolitan in 1922 as an agent 
in Bridgeport and worked in Indiana 
and Illinois before going to Elmhurst. 
He served a term as president of the 
Elmhurst Kiwanis Club. 

Mr. McCann, in going to Detroit, will 
manage the St. Clair district, succeed- 
ing W. C. Martin, who retired. Mr. 
McCann is a native of Chicago and 
joined the company as an agent in 1923, 
being promoted to assistant manager 
a year later. He was appointed a man- 
ager in 1929 and has held that post 
in Quincy, Ill, Elkhart, Ind. and 
Chicago. 


Vogel Opens Paterson Office 


W. S. Vogel, Newark general agent 
Columbian National Life, has opened a 
branch office at 132 Market street, Pat- 
erson, N. J., in charge of A. S. Berliner. 
As district manager he will have full 
charge of Passaic county. Mr. Berliner 
has been a leading producer with the 
Vogel agency in Newark. 

The Vogel agency led the company 
in January in paid business with its lar- 
gest volume in history. 


Sun’s New Coast Supervisors 


Three new unit supervisors have just 
been appointed in northern California by 
the Sun Life of Canada. Alan Cough- 
try, superintendent of agencies, has 
been in San Francisco to complete 
the rearrangement of personnel. S. M. 
Dunn, with the San Francisco agency 
since 1926, goes to Sacramento, Cal., to 
succeed John Bennett, recently appointed 
assistant superintendent of agencies for 
the eastern United States. 

A. K. Spielberger, with the Manila 
agency many years and recently re- 
turned to the United States, has been 
appointed unit supervisor in San Fran- 
cisco. C. A. Clements of Stockton, for 
years a top producer in that section, has 
been advanced to unit supervisor. 





Gets Texas Sector for 
Guarantee Mutual 





Guarantee Mutual Life of Omaha has 
appointed F. D. Savage general agent in 
charge of eight . a) eee 
counties in 
Texas with 
headquar- 
ters in Dallas. 

Mr. Savage, 
who for the 
past ten years 
was with the 
Midland Life, 
is a native 
Texan. He has 
been a resident 
of Dallas for 
ten years 
where he has 
been active in 
civic. affairs 
and in community welfare work. 


+ 


F. D. Savage 


Weide in North Platte Post 
for Minnesota Mutual 


Boyd L. Weide has been promoted by 
the Minnesota Mutual Life to general 
agent at North 
Platte, Neb. 
He previously 
was a district 
agent at Jop- 
lin, Mo. Mr. 
Weide, 13 
years in life 
insurance, has 
been with 
Minnesota 
Mutual for 
the past four 
years, and pre- 
viously was 
with Fidelity F 
Mutual at Pittsburg, Kan., Joplin and 
Kansas City. Before entering life insur- 
ance he was a school teacher. 


Boyd L. Weide 


Trice Made Waco Manager 


E. L. Trice has been named manager 
at Waco, Tex. by the California-West- 
ern States Life to succeed W. H. 
Powell, resigned. A graduate of Baylor, 
Mr. Trice joined the California-Western 
States after experience in life insurance 
selling with the Northwestern National 
Life, as general agent of the American 
National, and more recently with the 
Travelers in Waco. 


Marshall Named at Wichita 


H. R. Marshall, Wichita, has been 
appointed district manager of that ter- 
ritory by Franklin Life. He was Kan- 
sas vice-president of the All-State 
Leadership Club of Bankers Life of 
Iowa in 1939 and for the last eight 
years with that company in Wichita. 

Mr. Marshall will supervise a large 
section of eastern Kansas for the 
Franklin, and establish agencies in a 
number of key cities. 


Stradley with New England Mutual 


E. C. Stradley has been named north 
Texas manager for the New England 
Mutual Life with offices in the Repub- 
lic Bank building, Dallas. He has been 
with the Connecticut Mutual Life for 
10 years in Dallas and previous to that 
was an agent in New York City for 
two years. He is a director of the 
Dallas Association of Life Underwriters 
and is chairman of the attendance com- 
mittee. Mr. Stradley’s territory includes 
Fort Worth. Francis G. Bray, Hous- 
ton, is Texas general agent. 


Mcllheran to Corpus Christi 


The Great National Life of Dallas has 
appointed G. C. McIlheran manager at 
Corpus Christi. He is transferred from 
Dallas, where he has been a personal 
producer in the home office agency since 
1929. 


Grossman Made District Manager 


Leon Grossman has been promoted 
from agent to district manager at Rich- 
mond, Va., by the Reliance Life. He 
joined the company in Richmond three 
years ago and has won membership in 
the Production Club each year. He was 
awarded a gold watch for 52 weeks of 
high production in 1940. 


Central of lowa Names Two 


O. F. Field has been appointed general 
agent in Evanston, Ill, for Central Life 
of Iowa, and L. T. Sloane has been ap- 
pointed general agent at Davenport, Ia. 

Mr. Field has been in the business 
13 years, having represented Equitable 
Life of lowa and New England Mutual. 
Central Life has not previously had a 
general agent in Evanston. 

_ Mr. Sloane has been with Penn Mutual 
in Des Moines about five years and pre- 
viously was an assistant manager of 


Metropolitan Life. He is a former 


resident of Davenport. 


Longnecker, Tolbert Swap Jobs 


C. H. Longnecker, for 11 years Okla- 
homa City manager of the Metropoli- 
tan Life, and J. Glen Tolbert, manager 
at Moberly, Mo., have exchanged posts. 
Mr. Longnecker is now president of the 
General Agents & Managers Club of 
Oklahoma City. 


Etheredge Named at Aiken, S. C. 


C. M. Etheredge has been named gen- 
eral agent at Aiken, S. C., by the Atlan- 
tic Life. He has been traveling super- 
visor in the state for three years. 


Norton Alton, IIL, Manager 


Fidelity Mutual has appointed Edmund 
C. Norton manager at Alton, IIl., effec- 
tive Feb. 1. Since 1929 Mr. Norton has 
been district manager for Mutual Life 
of New York. 


NEWS BRIEFS 


Don Overton has become assistant 
superintendent of the Prudential indus- 
trial division in Oklahoma City. He 
was formerly an agent in Blackwell, 
Okla. 

The Manufacturers Life has appointed 
Sheldon Buckles branch manager at ‘Cal- 


Named by Volunteer 
State at Amarillo 





inl 

Volunteer State Life has appointej 
Harley Goettsche as general agent a 
Amarillo, Tex. He 
has had a success- 
ful life insurance 
experience, repre- 
senting American 
National and 
Farmers & Bank- 
ers Life. He is a 
native of Higgins, 
Tex., and is well 
known in the 
Texas panhandle. 
He is a graduate 
of West Texas 
State College at 
Canyon. He was 
president of the 
junior class at that institution. Volyp. 
teer State is much interested in develop- 
ing business in that section. 


Harley Goettsche 





SS 
——<—<—= 


gary. He has been acting manager there 
the past year. He has been associated 
with the agency as a producer since 
1929. 

R. E. Haskard has been appointed dis. 
trict agent of the John Hancock 3 








THE WISCONSIN 
LIFE INSURANCE COMPANY 


30-32 West Mifflin Street, Madison, Wisconsin 





Statement of Financial Condition—DECEMBER 31, 1940 


United States Government 
Municipal , 
Canadian Government .. 
UO a 
Industrial ....... Re 
Public Utility ...... 

(No bonds are in de 


missioners) 


Federal Savings & Loan Association Shares................ : 
(Fully insured by Federal Savings and Loan Insurance 


Corporation) 
First Mortgage Loans 


a nROIEy TEPOMBUUOS ccs att) OL eile eb ore ci asi agiais's 


MORNIN oss ois Sisters. etic ds, 05 Cass 
Loans _ to Policyholders 


(No loan exceeds cash value of policy) 


Home Office Building............... 
Real Estate Sold on Land Contracts 
Other Real Estate 

City Properties 


(For which reserve liability is set up) 


Interest Accrued on Investments 
All Other Assets 


LIABILITIES 


° t 
$ 168,571.07 26 


236,370.00 
468,353.00 
347,067.00 
289,530.00 
524,654.00 
. 1,124,006.00 


40,000.00 


~ 


..+ 1,224,672.38 
111,115.19 
832,657.57 


284,049.39 
189,798.00 


215,482.30 
183,049.70 
108,369.13 


38,475.31 
31,240.70 


$6,417,460.74 
36,352.05 


$6,381,108.6S 


— 


NO OF Ww 
MOR Ci OX 


| en 


Legal Reserves on All Policies, Annuities and Supplementary 


Contracts in Force 


Total Liabilities 
Excess Security to Policyholders 


$6.117,024.46 
264,084.23 


(Surplus set aside as contingency reserve in 
addition to the legal reserve requirements) 


TOTAL RESERVES, LIABILITIES AND SURPLUS 


Paid policyholders 
and beneficiaries since 
organization more 
than six million eight 
hundred fifty thou- 
sand dollars. ‘ 


Cy ThE 


———— 
$6,381,108.69 


Assets at Dates Given 
December 31, 191 $ 320,631.94 
December 31, 710,673.46 
December 31, 0... 403,234.31 
December 31, 1940 6,381, 108.693 


Auditor's Certificate 
January 14, 1941 
We have examined the _ac- 
counts of The Wisconsin Life 
Insurance Company as of De- 
cember 31, 1940, and 
WE HEREB ‘ER 


that the accompanying state- 
ment is in accordance with 
the records, and, in our opin- 
ion, presents the true finan- 
eial condition of the Company 
December 31, 1940. 


(Signed) 
ELWELL, KIEKHOFER & 
COMPANY 
Certified Public Accountants 
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Hutchinson, Kan. His office is with the 
Wade Patton & Co. agency. 

H. W. Martin, formerly of Toledo, 
has been appointed manager of the Met- 
ropolitan Life in Battle Creek, Mich. 

Herman Lipsitz, counsel for a num- 
ber of union organizations, has been ap- 
pointed head of the Union Labor Life’s 
Allegheny county division in  Pitts- 


COAST 


Housing Project Complications 

LOS ANGELES—The Los Angeles 
Apartment House Owners Association 
and the Los Angeles Realty Board have 
filed motions in Judge Wilson’s superior 
court asking the right to intervene in 
the suit of Mrs. Mabel Ostbye and Mar- 
guerite Le Van against the Metropolitan 
Life seeking to prevent it from proceed- 
ing further in its plans to construct a 
$12,000,000 low cost housing project in 
Los Angeles. 

Judge Wilson had heard the argu- 
ments on the demurrer to the suit and 
was considering pleadings when the San 
Francisco opposition to a similar project 
there and the Los Angeles group filed 
suits in the U. S. district court in San 
Francisco. Judge Wilson has not indi- 
cated what course he will pursue as a 
consequence. 














Deny Chapter 9 Rehearings 


LOS ANGELES—The California su- 
preme court has denied the motion for 
a rehearing in the four Chapter 9 cases 
which the court ordered to be tried by 
the Los Angeles county superior court. 
The companies involved are: Alliance 
Mutual Life, Santa Ana; Benjamin 
Franklin Life, Santa Barbara, and the 
Physicians Life and Mt. Moriah Life, 
San Francisco. 

The Alliance case already has been 
tried in Orange county, but under the 
decision will have to be retried here. 
The Benjamin Franklin Life trial was 
started in Santa Barbara county, but 
was stopped when ‘Commissioner Cami- 
netti took all the cases to the supreme 
court. 

The cases are appeals from the seizure 
of the companies by the commissioner 
as conservator, following lengthy hear- 
ings held by him. 

It is reported that Judge Carlos 
Hardy, counsel for Benjamin Franklin 
Life, will endeavor to appeal the case 
to the U. S. Supreme Court. 








C. I. O. Wants Industrial 
Agents to “Own” Debits 


_ BUFFALO—Possibility of introduc- 
ing in the New York legislature a bill 
turning over the debits of industrial in- 
surance agents to the men themselves, 
virtually placing them in their own 
business, is being explored by the 
oe) RO 

Lyle Gordnier, a member of the legis- 
lative committee of Local 59, Industrial 
Insurance Agents, affiliated with the 
United Office & Professional Workers 
of America, said by turning over debits 
to the agents, the company would be 
Prevented from “slicing up” the agent’s 
business, or “taking away” the business 
he had built up. 
_ The practice of allowing industrial 
insurance agents to “own” their debits 
has long been followed in Scotland and 
other European countries, according to 
_— Thompson, C. I. O. regional di- 
rector. 





D. R. Ott, Reliance Life agent, Mor- 
ton, Miss., has been elected president 
of the Bank of Morton with which he 
Was associated as a board member. At 
42, he becomes Mississippi’s youngest 
bank president. Besides these connec- 


tions he is also proprietor of a local 
drug store. 





LIFE SALES MEETINGS 





Mutual Benefit 
General Agents at 
Home Office Rally 


NEWARK—General agents of Mu- 
tual Benefit Life’s 67 agencies met last 
week at the home office for a four-day 
program. The first session was opened 
on Tuesday afternoon by John R. 
Hardin, president. His welcome was 
followed by the introduction of general 
agents who had been newly appointed 
during 1940. 

John S. Thompson, vice-president 
and mathematician, submitted an anal- 
ysis of the company’s annual statement 
for 1940, and E. E. Rhodes, vice-presi- 
dent, outlined the aims which the com- 
pany hopes to accomplish by its one 
hundredth anniversary in 1945. 

James S. Drewry, general agent, 
Cincinnati, presided at the Wednesday 
session. Paul W. Cook, general agent, 
Chicago, and Milton B: Ames, general 
agent, Norfolk, Va., led a discussion on 
“Present Trends in Insurance Selling.” 
A sequel to the morning’s subject fol- 
lowed in the afternoon with a session 
on the use of life insurance for business 
purposes, presided at by W. H. Gaither, 
general agent, Charlotte, N. C. Sev- 
eral outstanding Mutual Benefit pro- 
ducers, among them A. H. Kollenberg, 
Grand Rapids, J. E. Clayton, Newark, 
and G. G. Terriberry, New York City, 
contributed from their personal experi- 
ences. 


Discuss Training, Supervision 


The Thursday meetings dealt with 
training, supervision and special sales 
plans and selling procedures with Wil- 
liam C. Thurman, assistant superintend- 
ent of agencies and manager of the 
home office agency in charge. General 
Agents J. S. Drewry, Cincinnati, A. V. 
Youngman, New York City, R. R. 
Stotz, Grand Rapids, T. G. Murrell, Los 
Angeles, P. M. Ryan, Minneapolis and 
W. E. Johnson, Jr., Nashua, N. H., 
contributed their ideas and practices. 
The afternoon was devoted to special- 
ized group sessions. 

A formal dinner for the general 
agents, attended by company officers 
and directors, was held in the evening. 
James H. Glenn, general agent, Phila- 
delphia was toastmaster. Brench 
Rickey, vice-president of the St. Louis 


Cardinals, was the speaker of the 
evening. 
Raleigh R. Stotz, general agent, 


Grand Rapids, presided at the final ses- 
sion. Kenagy, superintendent of 
agencies, outlined the company’s objec- 
tives and President Hardin adjourned 
the meeting with a closing message. 





Great-West Life Managers 
Convention in Chicago 


United States managers of the Great- 
West Life are holding their annual con- 
ference in Chicago Feb. 13-15. H. A. H. 
Baker, assistant general manager and 
superintendent of agencies, is in charge, 
assisted by E. R. Ferguson, supervisor 
of field service. About a dozen are at- 
tending. 


Penn Mutual General Agents 
Hold Sectional Meetings 


Five Penn Mutual Life home officials 
this week conducted a sectional meeting 
of general agents in San Francisco. An- 
other meeting was held in Chicago last 
week and two others previously in the 
east and south. 

A. E. Patterson, agency vice-presi- 
dent, headed the delegation from the 
home office which included Wallis Boi- 
leau, second vice-president; Urban F. 
Quirk and Louis J. Oswald, assistants 
to the vice-president, and Charles Yard- 
ley, assistant comptroller. Each meet- 





ing, which was conducted for three days, 
drew general agents from a large sur- 
rounding territory. 

Mr. Patterson in his talks expressed 
great optimism. The midwestern group 
which met at Chicago, 25 general agents 
in all, represented 30 percent of all the 
Penn Mutual agencies and 32 percent 
of its business production. The group 
showed an average paid business in- 
crease last year of 7 percent. 





Provident Mutual General 
Agents Elect Peterson: 
Aviation Rule Eased 


William Peterson, Pacific Coast vet- 
eran, was elected president of Provident 
Mutual General Agents’ Association at 
its annual meeting at Edgewater Beach, 
Chicago. Mr. Peterson is the senior 
member of the father-and-son firm of 
Peterson & Peterson, general agency at 
Seattle. Other officers elected were: 
Ernest H, Perkins, Albany, vice-presi- 
dent; Raymond E. Holway, Rutland, 
secretary-treasurer; Joe B. Long, Knox- 
ville, auditor. George N. Quigley, Den- 


ver, and Robert E. Brake, Sioux City, 
were elected to the executive committee. 

Provident hereafter will issue its ac- 
cidental death benefit rider without an 
increased rate for fare-paying passen- 
gers of regularly established airlines, E. 





William Peterson and M. A. Linton 


Phelps Todd, vice-president in charge 
of selection, announced. 

President M. A. Linton reviewed the 
annual statement. Besides gains in new 
business and insurance in force, other 
items included a decrease in voluntary 
terminations of all sorts which fell off to 
3.2 of insurance in force—the lowest 
ratio since 1921. Mortality also de- 
clined, total for the year standing at 12 
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“Nation’s Industry in High Gear” 


Yes, that was a recent bold face newspaper headline. What does 
it mean? Bigger payrolls and stepped-up production for one thing. 
More men with more money to invest wisely for the security of their 
families and their future, for another. These added workers and the 
them are ideal prospects for Minnesota Mutual's 
increasingly popular Pay-Roll Deduction Plan. 
ance to meet individual employee requirements can be purchased this 
way. Premiums are met through small monthly payroll deductions 
. .. and at practically no expense to the employer. Now in use by 


Our Field Force enjoys these ADDITIONAL advantages: 


A liberal agency contract 

A plan for financing your agency 
Accounting methods to guide you 
Proven plans for finding—training agents 
A liberal financing plan for your agents 
A unique supervisory system 

Organized Selling Plan 

Unusually effective selling equipment 


. Policies for every purpose: Regular — Family — 
Juvenile—Women—Group—Payroll-Savings, etc. 


Low monthly premiums 


A $240,000,000 Mutual Company, 6! years old with an 
understanding, cooperative Home Office 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 


Complete family insur- 
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percent below company average over 
the last two decades. 

Malcolm L. Williams, assistant man- 
ager of agencies, in a discussion of 
agents’ incomes, cited figures to show 
that the average Provident Mutual agent 
earned an income that compares favor- 
ably with net average incomes in medi- 
cal, legal, dental, and teaching profes- 
sions in view of the large investments 
required in those professions for train- 
ing, education and equipment. He 
showed that the successful underwriter 
earns enough to have prestige with the 
sort of people from whom the bulk of 
his earnings must come. The agency 
department spent a day on recruiting 
and training problems. 

Agency Assistant E. Milnor Bechtel 
discussed training plans in operation 
among company agencies, and Advertis- 
ing Manager Nelson A. White reviewed 
the 1940 publicity program. Vice-presi- 
dent Willard K. Wise talked on recruit- 
ing and pre-training. 

J. Henry Hooper, retiring president 
of the association, announced a new re- 
cruiting portfolio, which was recom- 
mended to a special committee of the 
association, and which was prepared by 
Alfred H. Cooper, agency department. 
Specimen pages of the new book and a 
large display of company advertising 
and publication material was on display 
at the meeting. 


Others on Program 


A burlesque sketch on company per- 
sonalities was presented by George P. 
Shoemaker, New York; Lowell W. Da- 
vis, Hartford; J. Stimson Scott, Syra- 
cuse; Donald A. Hampton, San Fran- 
cisco; A. Morse Baker, Philadelphia, and 
Willard Ewing, Chicago. At the dinner 
Joe B. Long, Knoxville, spoke, and 
Louis F. Paret, Philadelphia, was toast- 
master. 

Regional conventions were discussed 
by George P. Shoemaker, New York, 
and James H. Cowles, Los Angeles. 
Paul Loder, Philadelphia, pointed out 
the vast market for new insurance un- 
covered by the company’s extension of 
minimum age limit to 5. Also partici- 
pating in the meeting were Alex Ham- 
mer, Boston, and Walter D. Cross, as- 
sistant manager of agencies. 

Sympathy was extended to Nathaniel 
Reese, Detroit, on the death of his wife 
during the convention, and to F. Phelps 
Todd, Philadelphia, on the death of his 
mother. 

Some 
talks: 

“Use of extra policies produced 17 per- 
cent of our agency’s volume during 
1940.” W. Lawrence Rotz, Decatur, Iil. 

“A weekly production quota for each 
agent has brought us a material increase 
in new production during the closing 
months of the year.” Donald A. Hamp- 
ton, San Francisco. 

“Pre-approach letters and visual sales 
material have been effective in helping 
our men to close difficult cases.” Ray- 
mond E. Holway, Rutland, Vt. 

“Encouragement—not blame—is the 
greatest single weapon in aiding the 
morale of the agent.” Samuel P. 
Quarles, Kansas City. 

“T find that the supervisory process 
must include not only mechanical su- 
pervision, but training of sales habits 
and inspirational encouragement if a 
good job is to be done.” Lewis C. 
Sprague, New York. 

“Be a good listener is excellent ad- 
vice to the life insurance man.” Ernest 
H. Perkins, Albany. 


Plans for Good Year Made 
by Southland Life Men 


DALLAS—Southland Life agency of- 
ficials and managers outlined plans for 
the 1941 production campaign at a three- 
day meeting here. 

Archie Copeland, agency manager at 
Lubbock, was the winner of the 1940 
agency managers’ trophy for excellence 
in all departments of agency manage- 
ment work. 

Entertainment for the meeting in- 
cluded a venison lunch at President A. 
Morgan Duke’s estate, “Merry Acres,” 


highlights from convention 


near Dallas and attendance at the an- 
nual stag party. 

Agency managers were optimistic over 
prospects for the year, pointing out that 
millions are beginning to pour into 
Texas for defense work. 

Home office officials attending in- 
cluded President Duke; Paul V. Mont- 
gomery, vice-president and actuary; W. 
C. McCord,. secretary-treasurer; Joe 
Woodward, vice-president and assistant 
agency director, and John L. Briggs, 
assistant secretary. A number of offic- 
ers of the Commercial Standard were 
guests at the luncheon. 


Veith & Lowenstein Meeting 


Veith & Lowenstein, St. Louis gen- 
eral agents of the Massachusetts Mutual 
Life, were hosts to their entire organi- 
zation, including the wives of agents, 
at their annual agency banquet. In ad- 
dition to the 75 members of the organi- 
zation, James Marchese, manager ben- 
efit department, and M. Rick Gale, 
agency assistant, were present, from the 
home offite. 

New officers of the Agency Associa- 
tion were presented. They are: Roger 
E. Lord, president; John P. Veith, vice- 
president; Leah V. White, secretary; C. 
F. Cook, treasurer, and W. B. Farmer, 
member of the agency council. Ralph 
D. Lowenstein presided as toastmaster 
and Anthony E. jVeith presented awards 
for outstanding accomplishments in 
1940. J. W. Leigh, leading producer of 
the agency; Roger E. Lord, runner-up, 
and John E. O’Connor, leader in con- 
secutive weekly production. 


Sentiment at Laffer Meeting 


WICHITA—Much sentiment was in 
evidence at the 25th anniversary meeting 
of the H. W. Laffer agency of North- 
western Mutual Life here. Service but- 
tons were presented to all representa- 
tives with 10 or more years of service. 
The presentation was made by Ralph 
M. Emerson, assistant director of agen- 
cies from the home office. He is a son- 
in-law of C: H. Poindexter, St. Louis 
general agent and formerly of the old 
Kansas agency. Mr. Poindexter was 
prevented from attending at the last 
minute. Elgin Fassell, assistant actuary, 
also attended from the head office. An- 
other special guest was C. Q. Chandler, 
chairman of the First National Bank 
of Wichita and a trustee of North- 
western Mutual. 

Production prizes were awarded by 
Mr. Laffer. The winners included John 
O’Leary, Luray; Harold Hill and Frank 
Hill of Beloit; U. C. Renfrew, Hutch- 
inson; Harry Crooks, and Lloyd Miller 
of Salina; Frank Templeton of Great 
Bend and Gerald Allen, Wichita. 

Mr. Laffer announced organization of 
a Leaders Club to consist of the top 
five men each month. 


Reliance Cal. Rally June 26-28 


Northern and southern California 
agencies of the Reliance Life will hold a 
three-day outing and business meeting 
June 26-28 at Wawona, a scenic resort 
overlooking the Yosemite Valley in 
California. 








Kennon Twin Cities Club Speaker 


Ralph Kennon, secretary Investors 
Syndicate, Minneapolis, spoke at a din- 
ner meeting of the Home Office Life 
Club of the Twin Cities in Minneapolis 
on the junior executive in the home 
office. 


Receives Indianapolis Honor 


A. E. Baker, for 30 years a leading 
producer in the Indianapolis agency of 
the Northwestern Mutual Life, was an- 
nounced as the 1941 honorary member 
of the Indianapolis Community Fund in 
recognition of his service to the com- 
munity through activity in charitable 
and welfare institutions of the city. In 
the 21 years that the award has been 
made, Mr. Baker is the first insurance 
man to receive this recognition. 
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ANNUAL REPORT 


19403; OTHER YEAR OF 
OUTSTANDING SUCCESS 
INSURANCE IN FORCE (including Retirement Annuities) 
INCREASED DURING 1940 BY ....... 
THE COMPANY’S TOTAL BUSINESS IN FORCE 
NOW STANDS AT .. . - $188,368,428 
PAYMENTS TO POLICYHOLDERS AND 


BENEFICIARIES ......... - $3,545,497 


Over $47,000,000 has been paid to policyholders and beneficiaries of the 
Company since organization in 1889. 67°% of the amount paid in 1940 was 
paid to living policyholders. 

$46,503,252 


$3, 166,228 


ASSETS NOW TOTAL. ........ 
An increase for the year of $2,627,922 

THE COMPANY’S TOTAL INCOME FOR THE 
ee se Ae we + we a ee & % 


COMPLETE SECURITY FOR POLICYHOLDERS 


Policy and Annuity Reserves—an amount which with future premiums 
and interest, guarantees all payments under the Company’s contracts— 
was increased in 1940 by $2,222,013, and now stands at $38,381,965. 


The Dominion Life provides for Liabilities to policyholders on a much 
higher basis than the standard required by the government. In addition, 
securities are carried in the Annual Report at a value considerably less 
than their market value. 


$8, 160, 164 





A complete copy of the Annual Report for the year 1940 
will be mailed to you on request 


THE DOMINION LIFE ASSURANCE CO. 


FOUNDED 1889 
FRANK W. SIMPSON, Manager. ROY G. NOWLIN, Manager 
801 Olds Tower Bidg. 


2722-26 Union Guardian Bldg. 
DETROIT, MICH. LANSING, MICH. 
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NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, 
in Policy Literature, 


Rate Books, etc. 


Dividends, Surrender Values, and all Changes 


Supplementing the “Unique Manual- 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Ohio National Now 
on 3 Percent Basis 


The Ohio National has gone on a 3 
percent reserve basis and discontinued 
all but two non-participating plans. 
Premiums are increased but not to the 
full extent of numerous other 3 percent 
levels. New premiums on leading pol- 
icies follow: 

Premium Rates Per $1,000 Participating 
Non- 

Modi- 
Spec. fied 20 20 
Whi. Whl.. 
Life Life 
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45 37.41 20.76 





National Guardian Adds 
Special Dividend, Offsets Cut 


_The 1941 dividend schedule for the 
National Guardian shows an increase 
over a 20-year period with the addition 
of a special dividend payable at the end 
of 20 years or at the end of the premium 
paying period if less than 20 years. Regu- 
lar annual dividends are generally lower 
than under the previous scale but the 
special dividend makes up for the reduc- 
tions in all but a few cases. A sample 
of the new scale follows: 
Preferred Ordinary Life 


Dividend end of year: 20 yrs. 
2 5 15 * i 


f 0 
$3.71 $9.69 
3.85 10.93 


 y prep. 
13.68 
2 15. $ 


1.67 
5.18 1.90 


Endowment Age 85 
$2.92 $3.65 $5.16 $11.18 
3.48 4.18 5.40 +18. 


w 
oo 
a 
eh 
o 
_ 


5 3.78 6.17 24.53 
1 2.72 7.58 32.09 
Payment Life 


23 $5.12 $6.95 $22.26 $131.66 
5.70 7.31 25.83 143.33 
5.67 6.99 30.48 144.83 
5.18 7.16 33.39 38 
4.67 7.66 36.53 
5 4.89 9.78 43.29 
20 Year Endowment 
$0.93 $3.52 $26.88 
5 2.60 4.99 $36.85 
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Country Life Scale 
on 3% Forms 


Country Life has announced its divi- 
dend scale applicable to the new series 
of policies with American Men 3 per- 
cent reserve basis. These policies first 
were issued Jan. 1, 1940, and no divi- 
dends actually will be paid until Jan. 1, 
1942. Illustrative dividends on various 
popular forms at quinquennial ages are: 


Ordinary Life 
-—Dividends End of Year——\ 
15 2 


Age 2 3 5 10 20 
$ 3 $ $ $ $ 
} ae 2.18 2.22 2.27 2.38 2.62 2.94 
, See 2.25 2.80 2.37 2.61 2.95 3.42 
| Ae 2.86 2.42 2.54 2.91 3.46 3.94 
36... 5 2.66 2.73 2.90 3.49 4.02 4.66 
A@e es’. 3.30 3.37 3.66 4.25 4.93 5.69 
(| 4.36 4.47 4.72 5.47 6.35 6.95 
| 5.80 5.97 6.32 7.32 8.00 8.43 
| eee 7.93 8.15 8.64 9.42 9.91 10.20 
OOo sie 10.81 11.01 11.34 11.91 12.24 13.27 
Gina. 14.05 14.25 14.54 14.93 16.14 17.38 
20 Payment Life 
| ee 3.03 3.12 3.22 3.45 3.79 4.24 
eee 3.04 3.13 3.22 3.55 4.00 4.49 
(Bee 3.06 3.14 3.22 3.65 4.25 4.74 
ae 3.10 3.18 3.39 4.04 4.58 5.05 
| 3.46 3.60 3.92 4.54 5.12 5.56 
| eee 4.41 4.54 4.83 5.53 6.19 6.18 
20 Year Endowment 
BOs oc.0s 2.85 2.98 3.17 3.69 4.29 4.86 
Sens a5 2.89 3.00 3.19 3.73 4.35 4.88 
| ee 2.91 3.01 3.20 3.77 4.41 4.90 
, 2.94 3.03 3.23 3.82 4.45 4.91 
C | ee 3.16 3.26 3.64 4.29 4.78 4.93 
y | eee 3.95 4.14 4.43 5.12 5.53 4.99 
30 Year Endowment 
1 ar 2.27 2.34 2.46 2.77 3.16 3.66 
= eed 2.81 2.36 2.49 2.81 3.29 3.83 
|| Poe 2.36 2.41 2.56 3.03 3.61 4.06 
SBe<<is< 2.49 2.54 2.71 3.34 3.89 4.39 
| 2.97 3.08 3.36 3.96 4.61 5.13 
| eee 72 3.96 4.30 5.03 5.80 6.11 
Endowment at 65 
ee 2.06 2.09 2.14 2.31 2.58 2.94 
1 ee 2.14 2.16 2.20 2.49 2.89 3.42 
ee 2.20 2.23 2.37 2.80 3.36 3.92 
ba Se 2.49 2.54 2.71 3.34 3.89 4.39 
40..... 3.02 12 3.40 4.04 4.60 4.87 
| ee $8.95 4.14 4.43 5.12 5.53 4.99 
50..... 5.30 5.65 6.06 6.57 6.01... 
BGs we 8.13: S3h 8.62 7.79 «.. 
Term to Age 65 
A 
| ee $3.00 SE... $2.07 , See $2.24 
Be ste < 2.00 cence ante 2.27 
1 eS S00 8 SSecce~ 2.09 ye 2.31 
y ee 200} §=6—SB ces 2.10 (Cea 2.35 
or SE | | a | eee 2.11 46.203 BA 
| ee rt im 2.13 / 2.45 
263 Saw Sei carats 2.15 RS 2.51 
Otters oe 5 Wi. Seicease ea | ae 2.58 
2Serues 5.08. 39...3. 2.19 Me tare 2.66 
yf See Bee - 40 vans 2.21 Ct PPP 2.75 
BT Rarer 2.06 
Home and Family Protector (Per Unit) 
Age H 3 : 10 15 2% 
y | eae 3.47 3.49 3.51 3.62 3.92 4.42 
, eee 3.60 3.61 3.65 3.94 4.46 5.24 
: eee 3.78 “3.838 3.98 4.51 5.36 6.12 
t  Reewen 4.30. 4.40 4.66 5.55 6.46 7.36 
40 aces 5.45 5.66 6.08 7.07 8.28 9.50 
45..... 7.24 7.45 7.89 9.25 10.96 11.90 
50u4. 5 9.91 10.21 10.86 12.82 14.44 15.14 


Triple Protection Form Is 
Issued by Continental, Ill. 


The Continental Assurance now is is- 
suing a new “ordinary life with triple 
protection to age 50 and double protec- 
tion to age 65” which up until retire- 
ment age gives a large amount of pro- 
tection for a relatively low premium. 
This contract is an outgrowth of the 
double protection to age 60 which Con- 
tinental Assurance announced in 1937. 








OPPORTUNITY: 


basis. Only men good 
personality and need All replies 
will be held strictly confidential. Address in- 


quiries to Box M-66, The National Underwriter, 
175 W. Jackson Blvd., Chicago, Ill. 








The latter form proved so popular with 
agents that it was decided to amplify 
the plan. 

The triple protection form is issued 
only between ages 20-45, inclusive. It 
involves the payment of a level pre- 
mium throughout the life of the con- 
tract, providing per unit $3,000 of 
protection from issue until age 50, then 
reducing to $2,000 to age 65, after 
which the face amount is $1,000 for the 
remainder of the time. This being 
whole life, premiums can be continued 
until age 96. 

The increased face amount in the 
earlier years is secured through an ad- 
ditional amount of term insurance, a 
part of which expires at insured age 50 
and the second portion at insured age 
65. 

The cash values per $1,000 of face 
amount, due to the combination of or- 
dinary life and term insurance, average 
less than in ordinary life to age 65, but 
thereafter due to paying a premium 
slightly higher than for ordinary life, 
they have a tendency to catch up with 
the ordinary life values and do so at 
age 96. Illustrative premium rates at 
quinquennial ages are: 

Age 20, $30.29 per unit; 25, $32.34; 30, 
$34.84; 35, $37.87; 40, $41.50; 45, $46.79. 





Illustrate Coverage in Rate Book 


The American Standard Life of 
Washington, D. C., has published an un- 
usual rate book in its drive for ordinary 
business. Sales pictures and charts il- 


lustrate the principal features or cov- 
erages. Preferred risk whole life and 
an endowment at 85 policies replace the 
old ordinary life. This allows certain 
applicants to obtain insurance at a lower 
premium than in the past. Premiums 
for all plans have been revised and sev- 
eral new plans added. New premiums 
on principal forms follow: 


Annual Rates per $1,000 
Participating Non-Participating 
20 An- An- 


20 n 
Pref. Pay. nuity Pref. Pay. nuity 
Risk End. End. Risk End. End. 
Whl. Age Age Whi. Age Age 
Age Life 85 6 Life 85 65 
10 $12.55 $23.00 $16.50 $11.50 $19.80 $14.10 
20 15.35 26.45 21.00 13.85 23.25 18.00 
25 17.40 28.75 24.30 15.65 25.55 20.80 
30 19.90 31.45 28.50 18.10 28.15 24.50 
35 23.15 35.00 34.40 21.25 31.55 29.70 
40 27.40 39.25 42.90 25.30 35.65 37.20 
45 33.25 44.75 55.50 30.75 40.90 48.80 
50 41.05 52.25 75.30 38.15 47.70 68.30 
55 51.45 62.40115.30 48.20 56.45 105.30 
6@ 65.35 76.16 .... GL.7G 66.45... 





Oregon Mutual New Dividends 


Dividends of Oregon Mutual Life will 
be increased on policies having a high 
protection element and will be reduced 
slightly on contracts having largely in- 
vestment elements. Oregon Mutual will 
pay 6.6 percent more in amount than 
was paid in 1940. 


Continental Assurance Scale 


Continental Assurance is maintaining 
this year the policy dividend scale that 
was in force in 1940. Interest on divi- 
dends left with the company and on sup- 
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Since 18 7 1, in its seventy years of 


practical service, the Sun Life of Canada 
has paid benefits totalling $1,389,808,553, 
including $94,173,482 received by policy- 
holders and beneficiaries during 1940. 


$169,508,809 OF NEW ASSURANCES were issued 
during the year increasing the total of assurance 
protection to the amount of $2,963,708,831. .. . THE 
NUMBER OF POLICIES now in force (including Group 


Certificates) exceeds one 
thousand. .. . TOTAL 


million, two hundred 


ASSETS now stand at 


$948,067,304, the highest in the history of the Company. 


Policies are issued in United States currency and 
are payable in the same currency at any of the. 
42 Sun Life Branch Offices from coast to coast... 
The total liabilities of the Sun Life of Canada in 
the United States are $346,754,165 .. . American 
Policyholders are fully covered by permanent trust 
funds held within the United States for the sole 
protection of themselves and their beneficiaries. 


For complete Annual Report apply to nearest Branch. 
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plemental contracts is 3% percent. The 
company is guaranteeing °2u% percent on 
premiums paid in advance and has been 
allowing extra interest as earned, or a 
total of 3% percent. Advance pre- 
miums are non-withdrawable. There 
has been no rule as to the number of 
years’ premiums that could be paid in 
advance. 


American Home Mutual 
Announces Line of Policies 


American Home Mutual Life of 
Washington, D. C., a legal reserve com- 
pany, which is successor to American 
Workmen, the fraternal, is issuing in- 
dustrial whole ‘life, twenty payment life 
and endowment at 65 contracts and a 
socalled Class 0 combination life and 
hospitalization policy. 

There is a family group policy that 
can be written on any one of four types 
of insurance. 

The “0” policies sells for $2.25 per 
month for men and $2.50 for women. It 
combines endowment at age 80, double 
indemnity, disability benefits, and hos- 
pital, surgical and medical benefits. 

James H. Washburn of Nashville, the 
actuary, is now preparing the 1940 
statement and policy valuations. 


Pays Extra Dividend of 25% 


Guarantee Mutual Life announces 
that all policies entitled to a dividend 
during the next dividend year beginning 
March 1, will be credited with a special 
extra dividend equal to 25 percent of 
the regular dividend payable. 

According to President J. W. Hughes, 
Guarantee Mutual is in a position to do 
this because of a very favorable mortal- 
ity experience during 1940. The ratio 
of actual to expected was 50.69 percent, 
or eight points less than for 1939. 

Guarantee Mutual assets increased $1,- 
838,000; income exceeded disbursements 
by $1,750,000; insurance in force in- 
creased $2,029,00; surplus was increased 
$216,000, and net interest earned was 
3.98 percent. 


NEW YORK 


SELLING PROSPECTIVE DRAFTEE? 


Problem No. 1 in dealing with the 
draft-conscious prospect is to convince 
oneself that he needs life insurance and 
needs it more than some passing fancy, 
Hubert Davis, supervisor Knight 
agency Union Central Life, New York 
City, told leading agents and brokers 











of the McNulty agency of the Pruden- 
tial, New York City, at a luncheon 
given by Manager J. A. McNulty. Mr. 
Davis deplored the indiscriminate sale 
of policies on the appeal that the gov- 
ernment will take over the premium 
payments, warning of a possible bad re- 
action later on from these buyers. “In 
the main,” he said, “it isn’t what we 
tell our prospects that sells them, but 
the assurance and confidence we have 
in life insurance and the great benefits 
it confers on all who are wise enough 
to use it.” 


CASHIERS IN NATIONAL GROUP 

The New York City Life Agency 
Cashiers Association celebrated its in- 
duction into the National Association 
of Agency Cashiers at a special dinner 
meeting. B. Spencer, Reliance Life, 
Philadelphia, national president, spoke 
on the organization’s purposes and pre- 
sented a charter to N. P. Gallagher, 
Penn Mutual, New York association 
president. Many from Newark and 
Philadelphia attended. 


McGOHEY MID-TOWN SPEAKER 

J. F. X. McGohey, first assistant at- 
torney-general of New York state will 
be the speaker at the next meeting of 
the Mid-Town Managers Association, 
New York City, Feb. 20 at the Uptown 
Club. 


MeGEHEAN IN NEW YORK POST 

Robert J. McGehean has been named 
executive representative of the “Insur- 
ance Field” in charge of advertising in 
the eastern bureau office, 116 John street, 
New York. 

For the past 10 years Mr. McGehean 
has represented the “Field” in Dallas, 
both editorially and as business repre- 
sentative. 

Mr. McGehean attended Cincinnati 
University. He first joined the “Insur- 
ance Field” in 1923 after newspaper 
experience with the Cincinnati “En- 
quirer” and the Louisville “Courier- 
Journal.” 

The Texas Blue Goose at its annual 
party in Dallas the other day gave Mr. 
McGehean a send-off. 


MADURO TAX TALK FEB. 18 
The use of life insurance in meeting 
tax obligations will be discussed by D. 
B. Maduro, counsel New York City 
Life Underwriters Association, at the 
second in the series of five lectures for 
lawyers and life underwriters sponsored 
by the association Feb. 18 at 8:15 p. m. 
at the Metropolitan Life auditorium. 
Lectures are free and no admission 
tickets are required. There will be a 


question and answer period following 
the lecture. 
HOEY & ELLISON WIN HONORS 

As a result of the Hoey & Ellison 
agency of the Equitable Life of Iowa 
in New York City attaining top rank 
in business from new agents, Manager 
E. J. Phelps has been made vice-presi- 
dent of the Equitable Organization 
Club. He has also been made a member 
of the general agents’ advisory council. 


ENNIS TO “WALL STREET JOURNAL” 


Joseph K. Ennis, well known for 
many years in insurance advertising 
circles, has joined the advertising sales 
staff of the “Wall Street Journal,” and 
will specialize in insurance advertising. 
He was with the New York “Journal of 
Commerce” for 18 years, in recent years 
in charge of its insurance advertising 
department. 


Big Volume from Prospects 
Developed by Direct Mail 


Massachusetts Mutual Life agents 
sold $17,351,957 to prospects cultivated 
by the company’s direct mail advertis- 
ing last year. This is a slight gain over 
1939. One sale was made among every 
ten prospects listed. First year com- 
mission on sales preceded by use of the 
service averaged $5.39 per prospect. 

The ten agents leading in sales fol- 
lowing use of the advertising averaged 
one sale for every four prospects receiv- 
ing the advertising letters and folders, 
and $22.86 first-year commissoion per 
prospect listed. 

“The sales are made by the agents,” 
commented Seneca M. Gamble of the 
home office. “The advertising only 
helps them to make more money per 
ounce of effort and per hour of the 
limited time which can be spent in the 
presence of prospects.” 

Mr. Gamble illustrates his discussions 
at meetings of agencies, using a series 
of 40 enlarged pictures showing why and 
how to use direct mail advertising. 

Sales aggregating $132,469,000 have 
been made to prospects listed for adver- 
tising attention since the direct mail 
service was started by the company in 
1933. 


Unity Life. S. C. in Court Control 


COLUMBIA, S. C.—F. B. Gary, Jr., 
has been appointed by the circuit court 
to take over all property of the Unity 
Life. He also was named executive 
vice-president of the company. 

He is to investigate the present status 
of the company and advise means for 
conserving its assets. ‘ 
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North Carolinans 
Greet Harry Wright 


DURHAM, N. C—More than 250 
North Carolina agents and executives 
attended a luncheon meeting of the 
Durham Life Underwriters Association 
honoring Harry T. Wright, Chicago, 
president National Association of Life 
Underwriters. Special guests who spoke 
included Governor Broughton and 
Commissioner Boney. Guests _were 
welcomed by Mayor Carr and R. L. 
Lindsey, president Durham Chamber 
of Commerce, and the response was 
made by John R. Knott, of Charlotte, 
president North Carolina association. 
Greetings were extended by L. F. Lee, 
president Occidental Life of Raleigh, 
on behalf of the presidents of North- 
Carolina companies. North Carolina 
company executives were introduced by 
G. W. Hill, board chairman Home Se- 
curity Life. 

“Insurance in North Carolina is on a 
sound and progressive basis,” Governor 
Broughton declared. He predicted rec- 
ord sales in 1941. 

Mr. Wright was introduced by W. 
H. Andrews, Jr., Jefferson Standard, 
Greensboro, N. C., National association 
trustee. 

J. L. Crumpton, president Durham 
association, presided. 





Life Companies’ Right to 
Expect Full Cooperation 


COLUMBIA, S. C.—Harry MT. 
Wright, Chicago, president National As- 
sociation of Life Underwriters, asserted 
that “life companies have every right to 
expect full cooperation from those in 
Washington who must be concerned 
about keeping the national debt within 
limits” at a special meeting here of the 
South Carolina Life Underwriters As- 
sociation, 

“This nation is better off per indi- 
vidual than any other nation in the 
world,” Mr. Wright declared. ‘“There- 
fore, it would have more to fight for 
and a nation with more to fight for, 
more at stake, would be more difficult 
to defeat. 

“And on this basis, those who try 
to destroy confidence in any of our 
American institutions would be de- 
creasing the will, reason and determina- 
tion to defend the country. Probably 
the largest single stake the average 
American has today is his life insur- 
ance, which is in reality a declaration 
of economic independence. He _ has 
created it for himself and family. 
Neither the state nor the federal gov- 
ernment have put up the money to ac- 
complish this result and he is a better 
citizen because he himself created it.” 

Mr. Wright spoke to general agents, 
managers and local association officers 
and directors at the morning session. 
John H. Lafitte, Columbia, state asso- 
ciation president, presided at the lunch- 
eon, while Harold DeLorme, Columbia 
association president, presided at a din- 
ner for Mr. Wright. 





Ruhl Sponsors Joint Meeting 


DETROIT—H. Ben Ruhl, Massa- 
chusetts Mutual Life, Detroit, chairman 
of the National association’s committee 
On Cooperation with the legal profession, 
re scheduled a joint meeting April 24 
, the Qualified Life Underwriters of 

etroit and the Detroit members of the 
State bar association. Roger B. Hull, 





general counsel Nationa iati 
+ gh 1 association, 
Map Ala. Sales Congress 


The sales Congress of the Alabama 
: \ssociation of Life Underwriters is to 
ps —< three divisions. Several speak- 
be A .2Ppear on each of the programs, 
irmingham, March 20; Montgomery, 
March 21, and Mobile, March 22. Then, 


there will be local speakers at each 
gathering. A special effort will be made 
to bring out capacity audiences and each 
agent in the state will be circularized 
10 days before the meetings. Among 
the speakers that will appear at each 
of the meetings are C. C. Day, Pacific 
Mutual general agent at Oklahoma City; 
W. W. Head, president of General 
American Life, and C. B. Shelby, mil- 
lion dollar producer from Mississippi. 





Florida Convention June 3-4 


The Florida Association of Life Un- 
derwriters will hold its annual conven- 
tion at West Palm Beach April 3-4, G. 
P. Cannon, Franklin Life, Tampa, pres- 
ident, announces. John M. Holcombe, 
manager of the Sales Research Bureau, 
Hartford, is in charge of the sales con- 
gress. 





South Bend, Ind.—The leading member 
of each agency in the association was 


a guest, was presented by Robert H. 
Kroemer, president, and gave a brief 
talk. 


A new record was established in South 
Bend in January for paid life, it was 
announced. 

Topeka, Kan.—Clayton Mammel, home 
office general agent for Farmers & 
Bankers Life, Wichita, spoke on “The 
Life Underwriter of 1941.” 

Spokane, Wash.— James E. Bryson, 
manager of Travelers, led a discussion 
on the soldiers and sailors relief act, 
taxation and community property laws. 
Mr. Bryson is a graduate of the Uni- 
versity of Washington law school. 

Northern New Jersey—L. D. Harrison, 
Newark manager Phoenix Mutual Life, 
has been named nominating committee 
chairman. The annual election will be 
in June at the state association annual 
convention, which will probably be held 
in Asbury Park, N. J. 

Baltimore—G. H. Wright, Metropolitan 
Life superintendent of agencies Atlantic 
coast territory, spoke Feb. 13. 

Chiecago—E. A. Koch, Bell & Howell 
Company, will speak on “Modern Group 
Insurance Plan” at the monthly luncheon 
meeting of the group supervisors divi- 
sion Feb. 20. E. S. Tank, Travelers, 
chairman, will preside. 

Manitowoe, Wis.—Lieut. W. R. Ignatius 
of the U. S. navy, assigned to submarine 
construction at the Manitowoc shipyards, 
spoke and presented pictures of the sub- 
marine base at New London, Conn. 


Virginia—The semi-annual sales con- 
gress will be held in Danville March 14. 
An attendance of more than 200 is ex- 
pected. Speakers of national prominence 
will be on the program. 

Saginaw, Mich.—Motivating forces in 
the selling of life insurance were out- 
lined by E. R. Tonkel, Aetna Life super- 
visor, Ann Arbor. 

Nashville—B. N. Woodson, 
search Bureau, spoke. 

Cincinnati—E. L. Carson, Equitable So- 
ciety manager at Milwaukee, will speak 
Feb. 20 on “The Agent of Tomorrow.” 

St. Paul—SInsurance companies are 
spending large sums to build up the 
prestige of their agents and it is up to 
the agents to act so as to deserve it, 
H. J. Cummings, vice-president Minne- 
sota Mutual Life, declared at a breakfast 
which opened the six weeks sales course. 
J. J. Steger, general agent Massachusetts 
Mutual Life, also spoke. Sessions will 
be held Friday afternoons for the next 
four weeks and the closing session March 
15 will be another breakfast meeting. 


Sedalia, Mo.— Paul C. French, New 
York Life, Kansas City, president of the 
Missouri Association of Life Under- 
writers, spoke. 

Kalamazoo, Mich. A newly created 
better practices committee was appointed 
by President W. G. Kelley, manager 
Metropolitan Life. S. W. Field, district 
agent New England Mutual, is chair- 
man. Thirty-five new members were 
added in a one-week membership drive. 


San Antonio, Tex.—A review of the 
high points in the talks at the Texas 
sales congress was given by F. T. Bates, 
Travelers, and A. J. Ballard, Minnesota 
Mutual Life, developed the importance 
of enthusiasm as shown by Stanley E. 
Martin’s dramatization of the sales pres- 
entation. B. T. Matteson, General Ameri- 
can Life, and Al Enderle, Travelers, ex- 
pressed appreciation of R. B. Coolidge’s 
emphasis on the things which cause 
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This Is What You Sell 


‘No other investment has the flawless 
record of life insurance in these trouble- 
some financial times, and no other in- 
vestment in any times or at any price 
is remotely capable of duplicating its 
granite-like stability, and of conferring 
upon its owners such lasting peace of 


mind.” 
—Courtesy The Atlantic Monthly 
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people to buy. B. W. Johnson, Minne- 
sota Mutual, and Kennedy Dodds, Union 
Central, expressed appreciation of Prof. 
W. B. Bailey’s stress on life insurance 
as cooperation. 

Pittsburgh—Gale F. Johnston, Metro- 
politan Life, St. Louis, trustee of the 
N. A. L. U., spoke on “Life Insurance 
Selling—a Profession.” 

Beaver Valley, Pa.—R. L. Pope, agent 
Sun Life of Canada in Pittsburgh, spoke 
at a meeting in Beaver Falls. 

Butler, Pa—J. V. Buck, supervisor 
Bankers Life of Iowa, Pittsburgh, speaks 
Feb. 14. 

Washington, Pa.—W. J. Wright, assist- 
ant to the general agent Penn Mutual 
Life, Pittsburgh, spoke on “Developing 
Three-point Prospects.” 

Findlay, O.-Earl Wall was elected 
president at an organization meeting 
and Robert Davenport, secretary-treas- 
urer. 

Cleveland — Roderick Pirnie, general 
agent Massachusetts Mutual, Providence, 
spoke on “Life Insurance the Backbone 
of the Estate.” 

Dallas—Leon Gilbert Simon, Equitable 
Society, New York, speaks Feb. 14. 

San Francisco—The one-day sales con- 
gress for northern California under the 
auspices of the San Francisco associa- 
tion will be held March 3. H. K. Cas- 
sidy, CLU, general agent Pacific Mutual 
Life, is arranging the program. 

Corpus Christi, Tex.— The directors 
have endorsed the candidacy of H. B. 
Wernette, National Life & Accident, 
Corpus Christi, for state president. He 
is a past president of the local associa- 
tion, former national committeeman and 
now chairman of the membership com- 
mittees of both the local and state or- 
ganizations as well as vice-president of 
the Texas association. 

Fort Worth, Tex.— Arthur Coburn, 
vice-president Southwestern Life, spoke 
at a joint meeting with the Fort Worth 
Managers & General Agents Association. 

Springfield, 1l1.—The first class of the 
three months training course was held 
Friday. Ira C. Johnson, association vice- 
president, is in charge of the classes. 

Omaha—Harry T. Wright, president of 
the National association, will speak 
Feb. 24. 

Hartsville, S. C.—J. B. DuBose was 
named chairman of the newly formed as- 
sociation here, with Roy Berry as secre- 
tary-treasurer. Sixteen attended the 
initial meeting. Organization is to be 
completed at a meeting Feb. 25. 

Peoria, Tll.—K. W. Conrey, general 
agent Penn Mutual, Grand Rapids, Mich., 
and president Michigan state association, 
will speak Feb. 20. He formerly repre- 
sented the Penn Mutual in downstate 
Illinois. Vice-president F. E. Cavette 
will be in charge, as President F. J. 
Manning is on vacation in Florida. 

Manchester, N. H.—Louis Wyman, Man- 
chester attorney, discussed national 


CL. 


Bi-Monthly Meetings in Portland 


The Portland, Ore., C. L. U. Chapter 
has launched a series of bi-monthly 
meetings to be heid throughout the year. 
At the initial meeting brief talks were 
given by members on current insurance 
problems, with Roy S. Wheeler, pro- 
gram chairman, in charge. 

More than 20 are planning to take the 
C. L. U. examinations next June. 











Review Courses in Newark 


NEWARK —C.L.U. review courses 
have been started at the University of 
Newark under the direction of 
Ackerman, insurance professor, and A. 
J. Schick, Prudential. Parts II, LV and 
V will be covered. Lecturers include 
Howard Fitzsimmons, Prudential, attor- 
ney, and G. O. Davies, former instruc- 
tor in finance University of Pennsyl- 
vania Classes are held 5 to 7 p. m., on 
Monday, Wednesday aoe Thursday of 
each week. 








.The Farm Bureau companies will 
hold their annual convention in Co- 
lumbus, O., April 3-4, with more than 
1,000 from nine states and the District 
of Columbia attending. 


RECORDS 


Equitable Life of Iowa—The greatest 
monthly gain in new business since 
April, 1935, and the second highest 
January in paid for since 1930, was 
achieved in January. Paid business was 
$5,588,869, an increase over January, 
1940, of $2,387,390, or 74.6 percent. It 
was the 12th successive gain month. 

Reliance Life—The home office divi- 
sion headed by N. H. Weidner, manager 
Western Pennsylvania department, won 
the divisional cup contest. January 
written business totaled $7,037,246. 


Shenandoah Life — Celebrating Jan- 
uary as President’s Month, each agent 
and each branch attempted to write 
more business than in any month in 
1940. The campaign slogan was “Beat 
Your Best for Buford.” During the 
month applications received totaled $7,- 
195,737, of which amount $4,727,601 was 
ordinary insurance written by members 
of the field force. This is almost double 
the volume submitted in January, 1940, 
and about 60 percent greater than the 
production of ordinary business in any 
previous month. 

Pacific Mutual Life—December new 
business aggregating more than $7,000,- 
000 was the largest month since 1930. 

Illinois Bankers Life—January busi- 
ness was 68.36 percent above the same 
month in 1940. Applications totalled 
$1,534,574. 


National Life of Vermont—January 
paid production exceeded that of Janu- 
ary, 1940 by 72 percent. It was the 
largest month of any since December, 
1938. Insurance in force increased 
$3,283,800 for the month. 


American Mutual Life-—Reports 84 
percent gain in new paid-for business 
in January, compared with a year ago. 
This is one of the largest gains made 
in recent years and climaxes more than 
12 months of steadily increasing sales. 
The Omaha agency ranked first. 


Bankers Life of Iowa—The C. O. 
Falkenhainer agency of New York City 
won top honors among agencies in 
January for issued and paid business. 
The W. K. Niemann agency, Des 
Moines, was second; R. E. Shay, St. 
Paul and Minneapolis, third; C. C. 
Clouse, Decatur, fourth, and Marquis 
Bowman, Chicago, fifth. 

A. P. Johnson, Great-West Life, De- 
troit—Business in force increased by 
$1,000,000 in 1940, with 13 agents quali- 
fying for the 1941 President’s Club, aver- 
aging $160,455 of paid business per man. 
Steward Loud was the production leader. 





“To sit down and solve a man’s insur- 
ance problems calls for imagination that 
can conjure up every possible contin- 
gency that might affect him or his fam- 
ily, and have an answer to meet that 
contingency. It takes imagination, 
knowledge, ability in selling; but—it 
brings peace and comfort to human 
souls.”"—-H. W Stover. 


Warner Issues an Appeal 
to Aid Service Men 


An appeal to all insurance men to be 
loyal to insurance producers called into 
the military or naval service, and to 
guard and conserve their business while 
they are away, was issued this week by 
John M. Warner, office broker of 
Moore, Case, Lyman & Hubbard, Chi- 
cago. He is chairman of a special 
committee of the Insurance Brokers 
Association of Illinois which is dealing 
with this subject. He pointed out that 
the draftees and volunteers are con- 
fronted with many personal problems. 
Their lives and businesses are being 
disrupted. The united cooperation and 
assistance of all people in the business 
is required to help them to become re- 
adjusted. 

“Tf our men can be assured that they 
will not be taken advantage of during 
their absence and that their interests 
will be cared for,” he said, “they can 
go to their tasks with lightened hearts 
and easier minds, while those who re- 
spond to this appeal will be making a 
big contribution to the morale of our 
defenders. 

“It should be our loyal duty to 
lighten burdens, relieve worries and 
strengthen morale. We can be a friend 
to the family and help conserve the 
business. Again, in the spirit of patri- 
otic cooperation, we can be generous 
and make sacrifices in disposing of con- 
tracts. This represents exactly the 
spirit of cooperation and support by 
which civilian America must make itself 
worthy of the men who serve.” 

Mr. Warner was instrumental in 
starting a similar movement in Chicago 
during world war I. He circulated a 
petition which was signed by virtually 
all offices and was bolstered by resolu- 
tions adopted by various insurance or- 
ganizations. 

Similarly now, 
recently adopted a resolution calling on 
members to do aii they could to con- 
serve and protect the service men’s in- 
surance business. Similar resolutions 
were adopted by the Insurance Brokers 
Association of Illinois, Casualty Man- 
agers Association of Chicago and Chi- 
cago Association of Life Underwriters. 
The brokers and life underwriters 
groups suspended dues of members 
during their term of service. 


Simpson Milwaukee Group Head 


Neil E. Simpson has been appointed 
group manager in the Milwaukee office 
of the Connecticut General Life. He 
has been district group manager of the 
company in Chicago. He is a graduate 
of the University of Wisconsin and has 
been in group work about 10 years, for- 
merly with Prudential. The Milwaukee 
branch of Connecticut General has had 
no regular group manager. 


Walter Weissinger, Milwaukee agency 
director New York Life, spoke on per- 
sonality in sales at the Milwaukee 
Y.M.C.A. sales seminar. 
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HOME GUARD 


On many fronts abroad, democracy is fighting a desperate battle for 
Civilian populations are busy securing themselves against 
destruction from above, sabotage from within. 


Here on the Home front, engineers are helping to fashion family shelters 
of another kind. “These will be proof against the shock of depression—the 
shattering calamity of sudden death—the stealthy sabotage of time. 


But the task is not easy. The engineer must warn of the danger, arouse 
the desire for protection, draw the plans, and force construction. So here’s 
to the underwriter—Security Engineer and Home Guard extraordinary. 


Liberty National Life Insurance Company 


Birmingham, Alabama 
FRANK P. SAMFORD, President 








the Chicago Board 





SUCCESS 
SECURITY 


Liberal Agency Contract... 
Build Your Own Agency... 
Diversified Policies ...... 


Life, Accident and Health 


For contract and territory in Wis. 
consin, Illinois, Minnesota, Michigan 
or Indiana, address Agency Manager 


WISCONSIN NATIONAL 
LIFE INSURANCE COMPANY 


OSHKOSH, WISCONSIN 




















General Agency 
OPPORTUNITIES 
for good personal 

producers 


Lentral Life 


INSURANCE COMPANY 


of Illinals 


ALFRED MacARTHUR, 


211 


PRESIDENT 


WEST WACKER DRIVE, CHICAGO 













NY 





bl BRS st ne 














for new men. 


February 14, 1941 


LIFE INSURANCE EDITION 








AGENCY MANAGEMENT 





Recruiting and 
Training Topics of 
Two Way Discussion 


Agency problems on recruiting and 
training encountered by a large, stock, 
multiple line office contrasted with those 
of a mutual, weekly premium agency 
embraced the two way discussion heard 
by the general agents’ and managers’ 
division of the Chicago Association of 
Life Underwriters. Ben H. Groves, 
manager of the Travelers branch, and 
P. J. McNamara, manager for Metro- 
politan, both in Chicago, were the par- 
ticipants. 

Outlining a recruiting process to be 
followed, Mr. Groves said that the 
agency manager should ask himself: Is 
there a job? If so, what should the 
qualifications of a new man be? Where 
can he be found? How should one go 
about getting him? What should the 
general agent do after bringing him 
into the agency? 

Taking the first problem, Mr. Groves 
said that his agency does have a job for 
some people. He has something to offer 
a certain type of individual. He ex- 
plained that only 7 percent of the pop- 
ulation in this country makes $2,500 a 
year and less than 5 percent makes over 
$3,000. Yet, the upper 25 percent of 
the Travelers’ agents in Chicago aver- 
aged $8,121 in earnings last year. In 
a survey made countrywide a few years 
ago, it was found that agents of Trav- 
elers who remain in the business con- 
sistently for two years average $2,800. 


Metropolitan Picture 


Mr. McNamara, taking up Mr. Groves’ 

discussion, said that Metropolitan has 
made much study for the selection and 
retention of agents. The company al- 
ways stresses the fact that personal ac- 
complishments will be rewarded by ad- 
vancement. The agent upon entering 
the service of the company is given a 
debit averaging $250 in his district. 
The man is to service this at a guaran- 
teed minimum salary of $35-$40 a week. 
He receives group life free of charge 
upon entering the employ of the Metro- 
politan and later is given permanent 
disability and a pension plan for retire- 
ment. The average earnings of all Met- 
ropolitan agents in Chicago last year 
were $58 a week. 

_Taking up the question of qualifica- 
tions of the new man, Mr. McNamara 
said that it is desirable that he is mar- 
ried and has a high school education. 
Sales experience is preferable, but pre- 
vious insurance experience is not desir- 
able because he must discard what he 
already knows about another company’s 
methods. He must have good appear- 
ance and good habits. Metropolitan 
Managers always talk to a man’s wife, 
because social butterfly inclinations on 
her part would obviously keep the agent 
from doing the necessary evening solici- 
tation. The man must pass a rigid phys- 
ical examination, which is repeated 
yearly. Also, he is given prepared ap- 
titude and calculation tests. 

Mr. Grove said that he agreed with 
Mr. McNamara that the married man is 
Preferable, and he added that his re- 
quirements were a man with good health, 
Physical energy, mental energy, moral 
energy and a desire to make money. 


Personal Contacts as Source 


Both men were in agreement on per- 
sonal contacts being the best source 
ll Neither agency is al- 
Owed to advertise and, therefore, di- 
rect personal contacts, either through 
ee of influence or through the so- 
Icitation of business, seem to be the 
se Profitable. As to how to go about 
‘uring the new man, it was agreed that 
each agency has its own methods. 

Mr. McNamara outlined the formula 
used by Metropolitan Managers on 


training the new man. First he is put 
through a two weeks’ agency school, 
where he learns the history of the com- 
pany up to the present day and the 
company’s accounting system. At the 
end of this period, he must receive a 
passing rating. Then, he is taken into 
the field and is introduced to each Met- 
ropolitan family in his assigned terri- 
tory. This covers three weeks. He is 
allowed then to go on his own until the 
end of 13 weeks when he is assigned a 
final week of instructions with a super- 
visor. 

Mr. Groves said that Travelers offers 
a home office agency school for new 
agents who have not been with the 
company for more than three months. 
The agent is required to pay his own 
way, the reason for this being that he 
will be more anxious to learn and also 
he will not take this step if he does 
not intend to stay in the business. The 
duration of the school is one month. 
All new men start on the solicitation of 
accident insurance because this is felt 
to be the simplest form and appeals to 
the self interests of the person buying 
it, as well as being an opening to other 
lines. 

The discussion of recruiting and 
training methods proved so popular that 
it will be repeated at the meeting April 
3. Two more general agents will dis- 
cuss their methods. 





Shreveport Association 
Holds Annual Banquet; 


Leading Producers Honored 


SHREVEPORT — The Shreveport 
Life Managers Association held its an- 
nual leading producers banquet with 
over 150 in attendance. The address 
was made by A. R. Jaqua, associate 
editor of “Diamond Life Bulletins,” and 


awards to the leading salesmen were 
presented by Grady L. Nelson, acting 
manager of Prudential branch, president 
of the association. Louie E. Throgmor- 
ton, Aetna, introduced the speaker. 

The program was broadcast on a local 
radio station. It was suggested that 
leaders next year include lives as well 
as volume. The association is contem- 
plating using the “caravan” sales con- 
gress idea, employed by the Texas asso- 
ciation, having meetings on consecutive 
days in the larger towns in Louisiana, 
as well as Jackson, Miss. 


Leading Salesmen 


Leading producers receiving certif- 
icates were: 

Dave H. Powell, Aetna Life; Nick 
Montrozos, American National; C. M. 
Zanglein, Equitable Life; Wells M. 
Harrell, Great Southern; B. W. Fane, 
Guardian; D. H. Danielson, Jefferson 
Standard; John E. Duncan, Life Insur- 
ance Company of Virginia; Ed Hardin, 
Lincoln National; J. V. Baskerville, 
Metropolitan; and C. Fenner McLen- 
don, New York Life. 

Beattie Johnson, New England Mu- 
tual; G. T. Gibbs, National Life and 
Accident; Hermon L. Herold, Penn 
Mutual; John K. Price, Prudential; L. 
O. Crenshaw, Southern National; W. J. 
Howard, Sun Life of Canada; and H. 
M. Silver, United Benefit Life. 





Jaqua Addresses Houston 
Association on Training 


A. R. Jaqua, associate editor of 
“Diamond Life Bulletins,’ addressed 
the Houston General Agents & Man- 
agers Association at the monthly 
luncheon meeting Monday. He sug- 
gested six points: Require physical ex- 
aminations for new agents; act as a 
financial parent to agents; supervise 
strength first, then weakness; give ad- 
vice only when asked; pick agents with 
a “money sense,” and set up a pros- 
pecting bureau. 

The association is underwriting the 














eee 


3. 


4. 
CAPITAL and SURPLUS 





Statement of Progress 
. INTEREST EARNED 
INCREASE IN NEW BUSINESS ___9.50% 
INCREASE IN BUSINESS IN FORCE 333% 
INCREASE IN NET SURPLUS _.__ 24.50% 


RATIO OF ASSETS TO LIABILITIES__ 109.40% 


$3,213,260 
NEW BUSINESS 5 
INS. IN FORCE. MORTALITY RATIO 
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Reasons for Progress 















1. Conservative Financial Management 

















2. Liberal Commissions and Bonuses 




















Modernized Methods and Sales Material 












Alert, Aggressive Agency Organization 











Cooperative Underwriting and Medical Depts. 
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Low Rate Preferred Risk Plans 
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SHAKESPEARE HAD 


A PHRASE FOR IT 


(Second Installment) 


Any Prospect Over 30 
“IT am declined into the vale of 


years. 
—Othello. 
. 
A Good Sales Talk 


‘Age cannot wither her, nor cus- 
tom stale her infinite variety. 
—Anthony and Cleopatra. 


3 
The Closer 
‘A hit, a very palpable hit.” 
—Hamlet. 
-] 


Home Office Rules 


Trifles light as air.” 
—Othello. 


The Windjammer 


‘He draweth out the thread of his 
verbosity finer than the staple of his 


argument.” 


—Love’'s Labour's Lost. 






2 
Unfair Competition 


‘*T have shot mine arrow o er the 
FP house, 
And hurt my brother.”’ 
—Hamlet. 
oJ 





Old Age Dependence 
“A poor, infirm, weak, and de- 


spised old man.” 


—King Lear. 
a 






Steady Producer 
“He hath a daily beauty in his 
life.” 
—Othello. 
e 


The Fountain Pen 


‘It did me yeoman’s service.’ 


—Hamlet. 
= 


Painting The Picture 


‘And let me wring your heart; for 
so I shall, . 
If it be made of penetrable stuff. 


—Hamlet. 
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cost of publishing a compendium of 
company practices, covering companies 
licensed in Texas, to be arranged by the 
cashiers’ association. It will sell at $2 
a copy. 





Syracuse Leaders Feted 


SYRACUSE, N. Y.—Under the spon- 
sorship of the General Agents & Man- 
agers Association each general agent 
brought his leading agent to dinner. 
That agent was presented a certificate. 
The agent was the guest of the associa- 
tion. Three or four of the agents gave 
talks on factors which contributed to 
their success. 

Harold Nolting as president of the 
general agents association, had charge 
of the meeting. About 35 agencies were 
represented. 

The program was introduced last year 
by W. E. Cunningham, Mutual Trust 
Life, when he was president of the as- 
sociation. 


Plan to Attend State Meeting 


BUFFALO—Plans for a large dele- 
gation from Buffalo at the annual meet- 
ing of the New York State Managers 
Association in Saratoga Springs Feb. 21 
were discussed at a meeting of the Buf- 
falo Life Managers Association. Sidney 
Wertimer is in charge of arrangements. 
The Buffalo group will secure a private 
car for the trip. 


Discuss Mid-Year Meeting Plans 

The Wichita General Agents & Man- 
agers Association will meet Feb. 17 to 
discuss plans for the mid-year meeting 
of the N. A. L. U. in Wichita March 
27-29. 








—_—— 


Conservation Again Discussed 

NEWARK — “Conservation” which 
was discussed at the January meeting of 
the Life ‘Cashiers Association of New- 
ark, will be taken up again at the din- 
ner meeting Feb. 26 by E. A. Levesque 
of the J. B. MacWhinney agency of the 
John Hancock Mutual Life. 





C. O. Fischer Urges Optimism 


“A good square look at the American 
market will recharge the optimism of 
salesmen and_ distributing agencies,” 
Chester O. Fischer, vice-president of 
Massachusets Mutual Life, told mem- 
bers and guests of the Indianapolis Gen- 
eral Agents & Managers Association at 
a dinner meeting. 





Acacia Field Advisory Committee 


At the managers meeting of Acacia 
Mutual Life, William Montgomery, 
president, anounced the five men for the 
1941 field advisory committee. La Noue 
Matta, manager of the Los Angeles 
branch; Ed Barr, manager at Young- 
stown, both on the committee last year, 
the former being the chairman; Roland 
Suter, Baltimore manager; Clarence 
Fritz, Newark manager, and Joe Bar- 
beau, District of Columbia manager, 





Something New 
INOS OM INGOTS 


A Pure Protection .. . ordinary or 
whole life policy without cash values 
—SEEO 
Our limited pay policies permit 
the withdrawal of cash values 


Without cancelling policy 


OR 
Without note, interest or reducing policy 
Many other new features 
that appeal to thinking people 


Commissions that will interest any 
Previous experience not essential 


Velastecjeclicts ators ade 


Dicom tetcerecte (ecm @osenler-lehy 
TEN EAST PEARSON STREET, CHICAGO 





the last an honorary member, were 
those named. All were presented with 
honor certificates for a year of out- 
standing service. 








Has New A. & H. Sales Kit 


A new accident, health and hospital- 
ization sales kit that will help life agents 
to understand accident and health con- 
tracts more readily and will be of value 
to experienced accident men has just 
been completed and issued by the United 
States Life. The material, bound in a 
letter-size portfolio, provides a complete 
working sales kit covering all the com- 
pany’s accident, health and hospitaliza- 
tion contracts. Additional material can 
be added as new policies are issued. 

The kit includes a chart giving policy 
coverages at a glance; 15 pages for 
quick reference giving detailed informa- 
tion about each policy in illustration 
form; applications, sample policies, a 
rate digest, sales promotion literature 
and a leather pocket-size wallet con- 





Title Insurance 
Companies 




















taining “apps” and illustration cards for 
use by agents in interviewing prospects. 





Must Pay Premium Tax 


TALLAHASSEE, FLA.— Commis- 
sioner Larson has notified companies of 
the decision of the Leon county cir- 
cuit court (Tallahassee) holding that 
the 2 percent premium tax must be paid 
on dividends applied to the reduction of 
life insurance premiums and that cash 
surrender values paid to policyholders 





are not deductible from taxable pre. 
miums. The suit was brought by the 
Volunteer State Life which claimed that 
the exemption on “return premiums” 
and “cancellations” included dividends 
applied to reduce premiums paid. Com. 
missioner Larson stated that later he 
will take up with the companies “the 
effect of this taxation upon certain de. 
ductions apparently made heretofore by 
some companies in computing and pay. 
ing their annual premium taxes in Flor. 
ida. 

















COLORADO 





THE TITLE GUARANTY 
COMPANY 


4. Elliett Heuston, Pres. Aksel Nicisen, Exes. V. P. 
“Home of Landon Abstracts” 


Titles insured thruout Colorado. 
Escrow Service—Loans— 
Abstracts 


1500 Court Place—Denver 











MISSOURI 





Title Insurance Corporation 
of St. Louis 
810 Chestnut Street 
McCune Gill, Vice President 
Qualified with Insurance Departments 
of Missouri and Eastern States 
—_—o-_— 
Disburses construction funds and in- 
sures against Mechanic Liens 
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OKLAHOMA 





ALABAMA 


PROPERTY MANAGEMENT 
DIRECTORY 


© The property management firms whose names are shown on this page have 
been selected after careful investigation. They have the recommendation and 
endorsement of The National Underwriter. 











KANSAS 





ENGEL 
REALTY COMPANY 


Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 


Complete Real Estate Service 


e PROPERTY MANAGEMENT 
e SALES e¢ RENTALS 
e MORTGAGE LOANS 


The 
Wheeler Kelly Hagny 


Trust Company 
Wichita, Kansas 





ARKANSAS 


MICHIGAN 





READ -STEVENSON & DICK 


INC. 
Property Management 
Sales—Leasing 
M Loans 
A. C, Read II 


R. Redding Stevenson 
E. Dick 

109 South Main Street 
LITTLE ROCK, ARKANSAS 








EQUITABLE TRUST COMPANY 


600 GRISWOLD STREET DETROIT, MICHIGAN 
e 
Property Management 
Appraisals 
Mortgage Loans 
Sales 


Trusts Estates 











FLORIDA 


MINNESOTA 





Property Management 
Mortgages—Sales 
Appraisals ‘ 


« HAUGHTON -. 


COMPANY 
108 West Bay St. Jacksonville, Florida 


DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 


Mortgage Loans 
Real Estate 
Property Management 





INDIANA 





Property Management 


Leases Sales Loans 
Appraisals—Insurance 


w. a. BRENNAN inc. 


INDIANAPOLIS 


THE 
HOWELL-VIGGERS 
CORPORATION 
Certified Property Managers 


Appraisals Sales 


Second National Bldg. 
Akron, Ohio 


——— os 











AMERICAN FIRST TRUST CO. 


First National Bldg. 
Oklahoma City, Okla. 


@ 
STATE-WIDE TITLE INSURANCE 


Under Supervision of State Bank 


Com 








Klein & Kuhn 


Guaranty Building 


Indianapolis 


SALES a APPRAISALS 





| Property Management 





R nd T. Cragin & Co. 
aymond T. Cragin‘ 
PROPERTY MANAGEMENT 

APPRAISALS 


LEASING 
Covering Complete Metropolitan Ares 
National City Bank Bldg. 
CLEVELAND 
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Rehberger Head of 
Artisans Order 


More than 300 representatives of 84 
assemblies, and permanent members, at- 
tended the 69th assembly of Artisans 
Order of Mutual Protection. Officers 
were elected and a revision of the by- 
laws adopted. 

The Artisans Order has been operat- 
ing for almost 68 years. Two sessions 
were held in 1873, the year of organ- 
ization. The 70th meeting will be held 
Jan. 28, 1942, at Hotel Benjamin Frank- 
jin, Philadelphia, where the last 10 
meetings have been held. 

Formal action was started to amend 
the charter to change the legal name. 
The order always has been known as 
the Artisans Order of Mutual Protec- 
tion, although the proper title is “Most 
Excellent Assembly of the Artisans Or- 
der of Mutual Protection.” 

No basic changes were made in by- 
laws, principal object being to clarify 
language and conform to requirements 
of insurance departments of some states. 


Criticism of $500 Certificate 


Dissatisfaction arose over the $500 
certificate which is offered. Effort was 
made to abandon this small certificate 
but instead it was decided to try to dis- 
courage its issuance in favor of the 
$1,000 certificate. The $500 certificate 
was established largely to make it easier 
for a youth to transfer to senior mem- 
bership, but it was sold generally at all 
ages. 

Samuel J. C. Greene, Jr., head of the 
society, presided and installed the new 
officers. He becomes past most excel- 
lent master artisan. 

Louis A. Rehberger, Haddon Heights 
assembly, is the new most excellent 
master artisan; G. H. Urwiler of the 
Philadelphia “Friendship” assembly, su- 
perintendent, and C. N. Christman of 
the Philadelphia “Dorian” assembly, in- 
spector. O. A. Kottler, recorder; R. G. 
Hoag, cashier; J. H. Maloney, J. H. 
Flohr and J. A. Reilly, directors, were 
reelected. A dance to honor Mr. Greene 
closed the assembly. Attendance was 
more than 700. 

Tribute was paid F. B. Stockley, 
Prominent Philadelphia lawyer, a vet- 
eran in the order, who was given per- 
manent membership. This is the sec- 
ond time such an honor was paid. Mr. 
Stockley was a director for 39 years. 


Hoffman Leads in 1940 with 
$486,750 New Production 


Sixty-one Modern Woodmen district 
Managers qualified for the President’s 
and the Century clubs, the two honor- 
ary production clubs, in 1940. A mini- 
mum of $200,000 new business written 
in the year was required for member- 
ship in the President’s club, and be- 
tween $100,000 and $200,000 for the 
Century club. 

p istrict Manager H. H. Hoffman, 
sock Island, Ill, was the leader, head- 
ing the President’s club with $486,750 
Production. Oliver Gwaltney, Gordons- 
rile, Tenn., and H. C. Oldfield, Flint, 
Ich., were second and third, respec- 


tively. Homer Wallace, Louisville, was 
club. 


top man in the Century 

Emblematic buttons to be worn by 
members of both clubs are to be pre- 
by the state managers in their 





sented 
Tespective states. 


Protected Home Circle 1940 
Figures Are Reported 


Protected Home Circle assets in 

see $599,831 last year, totaling 

pm 19,777 on Dec. 31. Unassigned 

: surplus funds were $673,725; con- 

Ingency reserve $510,078. 

nd mance in force was $58,240,809 
total membership 76,293, increase 








785 members. There was paid out in 
1940 $1,099,718 in death claims, perma- 
nent disability and specific accident 
claims, cash surrender values and divi- 
dends to members. Since organization 
Aug. 7, 1886, the sum paid out totals 
$39,817,760. ; 

Total income was $2,233,573, includ- 
ing $1,758,042 received from members. 
Book value of real estate was $347,461, 
real estate first mortgage loans $265,- 
871, certificate loans $1,830,647, book 
value of bonds $7,224,607; book value 
of stocks $70,828; cash $242,007. To- 
tal certificate reserves were $8,881,497. 

U. S. government bonds totaled $1,- 
728,133; Canadian government bonds 
$77,663; state, county and municipal 
bonds $2,297,477; railroad bonds $1,- 
026,667; public utility bonds $1,996,810. 

The ratio of assets to liabilities was 
106.13 percent, net rate of interest 
earned 3.87 percent and mortality ratio 
79.6 of expected. 


Nebraska Bill Authorizes 
Change to Stock or Mutual 


Bill No. 18 filed in the Nebraska 
legislature, a hearing on which was held 
Tuesday by the committee on banking, 
commerce and insurance, would author- 
ize mutualization of Nebraska fraternal 
societies or transformation to stock 
companies. 

Royal Highlanders several years ago 
sought similar legislation but it was de- 
feated. Later the society was mutual- 
ized under existing law but the validity 
of this move is now questioned in an 
action in the supreme court. 

Members of various fraternals are op- 
posed to bill 18. Delegates to district 
conventions of Modern Woodmen are 
opposing the measure on the ground it 
is merely a gate opener for eventual 
transformation of all fraternals into 
commercial life companies. 

About 20 years ago steps were taken 
by the former management of Wood- 
men of the World, Omaha, to transform 
it to a stock company and a corporate 
entity had been set up to take over the 
fraternal business. On petitions of 
policyholders the supreme court disap- 
proved the plan and the matter was 
dropped. 

Bill No. 18 authorizes such a change 
by fraternals having admitted assets in 
excess of liabilities. Such a proposal 
must be approved by the insurance di- 
rector as just, fair and equitable to 
members and it is required the ques- 
tion be submitted to beneficiary mem- 
bers in a referendum over which he will 
have direction. The existing law call- 
ing for two-thirds or three-fourths vote 
for such a proposal, depending on its 
nature, would be specifically amended 
so as not to apply to fraternals mak- 
ing such a change. 


Rainey Wells Makes Appearance 


Rainey T. Wells, general counsel 
Woodmen of the World, Omaha, ap- 
peared before the legislature’s insurance 
comittee Tuesday, asking passage of 
the bill, which he drafted. Mr. Wells 
said he originated the bill, not because 
the society wants either to mutualize 
or change to stock, but because eco- 
nomic conditions are such that if any 
state required fraternals to sell only 
closed contracts, it would practically 
abolish it as a fraternal. He said the 
officers and members are satisfied with 
the fraternal basis, but there was de- 
sired a law to permit meeting condi- 
tions that might arise. 

Mr. Wells said in view of the objec- 
tions to permitting fraternals to be- 
come stock companies, he would not 
object to that part of the bill being 
eliminated, so as merely to provide for 
mutualizing. If a fraternal should be- 
come impaired by reason of decreased 
value of assets, he said, that provision 
might save them because it would per- 
mit getting new capital. He _ said 





W.O. W. assets exceed 120 millions 
and reserves 103 millions. 

B. Chase, Omaha lawyer who 
represented policyholders in various 
suits in the past, objected to the bill, 
saying that even if the stock privilege 
were eliminated there is nothing in the 
present law to prevent a fraternal, after 
being mutualized, from changing to a 
stock company. Because of the small 
amount of stock each _ policyholder 
would get in a capitalization, he argued, 
control and ownership inevitably would 
pass to the officers He said they would 
have added to the money they put up 
for the stock the added value attach- 
ing to any impounded surplus and also 
the going value of the business. 

He suggested a provision be inserted 
to the effect that in capitalizing a stock 
company converted from a fraternal, 
either directly or by way of mutualiza- 
tion, any profit should acrue to policy- 
holders. 

The committee deferred action 


Fidelity Life Open House to 
Observe 45th Anniversary 


Fidelity Life of Fulton, Ill, is cele- 
brating its 45th anniversary this year. 
An open house will be held the after- 
noon of Feb. 24, in the newly redeco- 
rated home office building and in the 
evening there will be an entertainment 
program with guest speakers, and a 
grand ball with Walter C. Below, presi- 
dent, officiating. 

A $5,000 endowment at age 85 is 
among the new certificate forms brought 
out by Fidelity Life. This, with a new 
$2,500 endowment at 85, has premium 
rates substantially lower than for the 
same amount of ordinary life protection 
but maturing for the full face amount at 
age 85. The amounts mentioned are the 
minimum limits for these forms. 


Fraternalism Aid in U. S. 
Defense, Mrs. Miller Says 


Zeal for democracy is needed today 
to overcome the many reverses in the 
battle with dictatorships, and the fra- 
ternal benefit insurance system is an 
important part of the U. S. defense 
program because it teaches American 
ideals and institutions, Mrs. Bina West 
Miller, president Woman’s Benefit, 
Port Huron, Mich., stated in an article, 
the last in a series prepared by the Na- 
tional Fraternal Congress in its public 
relations program. Mrs. Miller was 
president of the N.F.C. 1925-26. 


No Fraternals in Dictatorship 


“A free people working under inspired 
leadership is needed to insure for 
America a future in which opportunity 
will be greater than ever before,” she 
said. “The fraternal benefit system can 
exist only in nations that are free. We, 
the people, must accept our responsibil- 
ity for making democracy function. In 
the dictator countries there is zeal to 
make their system work. 

“We need leaders and citizens who 
are not only willing to die for their 
country, but so to order their lives that 
democratic institutions may live and 
flourish, We need men and women 
who will place self-reliance and indi- 
vidual integrity above self-interest. 

“The members of fraternal societies 
come largely from the smaller cities 
and towns throughout the nation. They 
represent the human rather than the 
business approach. They are preserv- 
ing the American way of life.” 

She quoted Superintendent Pink of 
New York, who in his address at the 
Baltimore annual meeting of the N.F.C. 
last year, said there never was a greater 
need for the fraternal spirit in this 
country than now, and never a greater 
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challenge to the fraternals for patriotic 
service to the nation and the world. 


Mrs. Lois Corn Named Head 
of Oklahoma Congress 


Mrs. Lois Corn was elected president 
of the Oklahoma Fraternal Congress at 
the two-day annual meeting in Okla- 
homa City. Other new officers are: 
first vice-president, Mrs. Della Kuntz; 
second vice-president, Walter S. Forbis; 
secretary-treasurer, Mrs. Emma R. 
Richardson, reelected. Florence Bros- 
seau was reelected state junior director. 

A junior congress meeting was held 
at which Coleen Colwell was named 
president; Robert Byers, first vice-presi- 
dent; Jackie Pauline Beck, second vice- 
president; Delores Cooper, third vice- 
president; Jean Ellen McInnis, secre- 
tary; Melvina Burroughs, treasurer; 
and Dorothy Barues, reporter. All of- 
ficials in both staffs are from Oklahoma 
City except Miss Beck whose home is 
Woodward. ; 

Commissioner Read called attention 
to the pending threatened legislation 
that would affect fraternal insurance or- 
ganizations. Prominent among the 
pending bills in the legislature is one 
to tax all buildings owned by fraternals. 
Another would require a minimum of 
$100,000 capital or surplus for any kind 


WANTED... 


REPRESENTATIVES 
IN YOUR COMMUNITY 


LUTHERAN BROTHERHOOD is 
licensed and operates in 26 states, 
the District of Columbia, and the 
Dominion of Canada. All standard 
forms of Annuities and Life Insur- 
ance Contracts, adult and juvenile, 
are issued. An exclusive field of 
prospects—Lutheran Men, Women, 
and Children. (Representatives must 
be Lutheran.) 

Complete details will be sent on 
receipt of your letter addressed to: 


SUPERINTENDENT 
OF AGENCIES 


LUTHERAN 
BROTHERHOOD 


Legal Reserve Life Insurance for 
Lutherans 
Herman L. Ekern, President 
608 Second Avenue So. Minneapolis, Minnesota 
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of North Dakota 


THE PIONEER OF FRATERNAL 
LEGAL RESERVE SOCIETIES 


Provides All Popular Forms of 
Life and Disability Insurance 


A True Fraternal and a Mutual 
Life Insurance Association 


Home Office—Fargo, N. D. 
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of insurance company, society, associa- 
tion or organization to operate in Okla- 
homa. 

Speakers included George Bowman, 
Kingfisher; T. L. McCullough, presi- 
dent Praetorians, Dallas; E. 
Thompson, Detroit, supreme comman- 
der Maccabees; Shelley Sanderson, 
Texarkana, national director Degree of 
Honor Protective; A. A. Ball, president 
Homesteaders Life; Margaret G. Mead- 
ows, Fort Worth, Tex., and Florence 
Harris. 

A pageant closed the drill 
teams participating. 


Oklahoma Board Holds Election 


At the annual meeting of the Okla- 
homa state fraternal insurance board, 
Noah Watts, state manager Modern 
Woodmen, was elected president and 
Commissioner Jess G. Read was re- 
elected secretary. The board is com- 
posed of five members including the 
commissioner, who is ex-officio mem- 
ber. The other four are appointed by 
the governor. The board supervises 
fraternal insurance in Oklahoma. 


Michigan Bill Permits Refund 


LANSING, MICH.—A bill was filed 
in the Michigan legislature by Nichols 
of Jackson, to require fraternal societies, 
if asking higher premium rates, to allow 
a member the alternative of being re- 
funded premiums paid in, plus interest 
at 5 percent. A similar bill previously 
was filed by Representative Stanley. 


event, 














Benz, Williams to Speak 


Alex O. Benz, president National 
Fraternal Congress and president Aid 
Association for Lutherans, and Norton 
J. Williams, member N. F. C. executive 
committee and president Equitable Re- 
serve Association, will be on the pro- 
gram at the annual meeting of the Ill- 
nois Fraternal Congress Feb. 22 in 
Chicago. 





New Mexico Exemption Bills 

Senate bills 131 and 132 were filed in 
the New Mexico legislature to exempt 
fraternal societies from taxation. Sen- 
ate 132 would repeal chapter 69 of the 
laws of 1937 taxing the societies. New 
Mexico now is the only state which 
taxes fraternals. 


CHICAGO 


SCHWEMM AGENCY MEETING 











H. W. Manning, general manager of 
Great-West Life, was the principal 
speaker at a meeting of the Earl M. 
Schwemm agency in Chicago. Mr. Man- 
ning reported on accomplishments of 
1940 and presented the balance sheet 
with background on each point. 

Preceding the Chicago meeting, Mr. 
Manning had attended a similar gather- 
ing in Minneapolis and St. Paul, and 
from Chicago continued to Detroit for 
the same purpose. 





MEAD TO DEFENSE WORK 


A. R. Mead, Chicago manager Acacia 
Mutual Life, has resigned and gone to 
Washington as liaison officer for two 
Chicago manufacturers of war material. 
Mr. Mead is on an indefinite leave of 
absence from the company, but is sched- 
uled to go back into the home office of 
Acacia when the present war situation 
resolves itself. 

Samuel E. Mooers, vice-president of 
Acacia, is in Chicago selecting a man- 
ager to fill the vacancy. The Chicago 
branch is the second largest in the coun- 
try and has $28,000,000 of business in 


force. 
Mr. Mead has had an _ interesting 
career. Graduating from Annapolis 


shortly after the world war, he entered 
the navy as a lieutenant in the aviation 
corps. Until he left the navy in 1930 
he was aide to Admiral Moffatt. He 
joined Acacia at the home office in 1930, 
later becoming Cincinnati branch man- 





Canada Life Chicago Appointments 



















ment and in 1931 went with H. G. Swap. 
son of New England Mutual as broker. 
age manager. While he was in charge 
there, the brokerage business attained 4 
volume of $2,500,000. He remained jp 
that position until February of last yea 
when he went with the Vermillion office 
He was born in Oxford, O., and at. 
tended Iowa State College. 

The business of the Hill agency ha; 
been growing so rapidly that it was 
necessary during the past year to double 
existing space and to take on three ad. 
ditional clerks. The agency had a 917 
percent gain in paid-for business jp 
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G. A. PAGE Cc. C. PECK pare 
G. A. Page and C. C. Peck have been ing and research department, was trans- Outli 
appointed unit managers for Canada ferred to Chicago Aug. 14, 1940. yf Th 
Life in Chicago. Both have been lead- The Chicago branch office, under the Lin Vie estab 
ing members of the Chicago organiza- management of Berrien Tarrant, was J, ’ I 4 agent 
tion. Mr. Page joined Canada Life one of the award winning organizations Y very 
Nov. 1, 1939. Mr. Peck, a graduate of in the recent Grand Challenge Cam- ‘estar 
the Canada Life home office sales train- paign. COMMONWEALTH LIFE mitte 
= 000 
ager, where he made an_ excellent Brokerage Manager f EXPANSION PROGRAM posi 
record. In 1935 he returned to the home or pi 
office as chief supervisor for the country. J. G. Hill in Chi OFFERS BETTER INCOME ar 
He went to Chicago three years ago to a in icago POSSIBILITIES sponc 
fill a vacancy in the managership, and ntinten ce comp 
liked it so well he stayed on as manager — Albert G. Baker, who has been bro- Conti 
himself. kerage manager for the Vermillion emba' 
ON 2a agency of Mutual COMMONWEALTH LIFE has | & write 
ILL. EXAMINER QU ITS POST Life in Chicago for gained popularity with its hun- sion 
Due to the change in administration, the past year, has dreds of thousands of policy-hol- Conti 
Leonard H. Davidson, who has been now joined the J. die: i i. cond : With only 
an examiner for the past four years with G. Hill agency of weabedii.nie-aiesondar got tl 
the Illinois department, is no longer Connecticut Mu- this background and its intensi- F diogrs 
connected with that bureau. Mr. David- tual in that city fied development of its territory the fi 
son — = page sp he ce Chi- in = gre -~ the campaign offers attractive cured 
cago office of the department in charge pacity. ough ae 
of the pension fund division. He is an the Hill agency has iced * capable vend How 
attorney with a background in statistics, had a_ brokerage men. Policies are issued from _ Dr. 
accounting and claims work. He desires department, there birth to the age of 70. Write ity th 
to continue in insurance work. has not previously answe 
been a full time WALTER S. SCHNEITER, plican 
E. S. Neushul, production manager manager of that Secretary of Agencies (2) is 
Hughes agency Massachusetts Mutual unit. all rig 
Life, Chicago, spoke to the Cornell Club Albert G. Baker Mr. Baker is well epee ser there 
of Chicago on the international situa- known in Chicago insurance circles. He uur r answe 
tion. Mr. Neushul lived in Russia dur- entered the business in 1928 with the Commonwealttt Life agent 
ing the world war days. Patterson agency of Penn Mutual in questi 
— Chicago and during his first year pro- INSURANCE COMPANY plying 
duced $150,000 of business. In 1930, he HOME OFFICE - LOUISVILLE, KY. ba 
ae : é F. 
Unemployment Insurance was assigned to the brokerage depart- ali 
for Agents Rule Appealed re a 
TRENTON, N. J—The Provident _™ 
Mutual Life has appealed to the New r ft 
Jersey court of errors and appeals on an YEARS OF STEADY GROWTH eat 
interpretation of the unemployment ° abits, 
compensation law by the Mercer county Makes for Confidence In the Future athe 
circuit court, which held that general si 
agents and special agents were employes Ender 
as defined ‘by the law. The Provident M O N U M E N :% A L L I F E tivities 
Mutual seeks to restrain the state from INSURANCE COMPANY Gives 
compelling it to report wages paid agents F 
and to make unemployment insurance Home Office — Baltimore, Md. — An 
tax payments. ’ ey 
a 
the ag 
© while 
talk t 
AGENTS WANTED! a 
: s ete. | 
. s . . e ments 
Territory Open in Virginia, nature 
e e e 1 uati 
West Virginia, and Kentucky will p, 
© <2 
condit 
GEORGE WASHINGTON LIFE INSURANCE COMPANY i 
of the af 
Policy 
CHARLESTON, W. VA. must | 



































N\ 








questions. 


> der 


» Situation is a good way to get in. 
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How Agents Can Select Told 
by Dr. Dingman at Forum 








There should be courses in life in- 
surance selection open to life agents 
throughout the country to enable them 
to have a higher ratio of accepted to 
submitted business, Dr. H. W. Ding- 
man, vice-president and medical direc- 
tor Continental Assurance, declared in 
the Saturday forum conducted by the 
Chicago Association of Life Underwrit- 
ers. Many agents, he said, are in the 
hazardous position of selling contracts 
that they are not at all sure they can 
deliver. Since there are no courses of 
this type conducted, he commented, it 
is up to the individual salesman to pre- 
pare himself. 


Outlines Selection Factors 


The principles of selection are well 
established, Dr. Dingman said. Unless 
agents know these, the situation can be 
very expensive for them. He cited the 
instance of an agent who recently sub- 
mitted to Continental Assurance a $100,- 
000 application with $4,000 premium 
but without the required electrocardio- 
gram. The agent did not know this 
was necessary in a case of that size. 

While the home office was corre- 
sponding with him an agent of another 
company had a cardiogram made. The 
Continental Assurance was put in the 
embarrassing position of having to 
write to the other company for permis- 
sion to look at the cardiogram. The 
Continental Assurance agent placed 
only $50,000 and the competing agent 
got the other $50,000, whereas if a car- 
diogram had been submitted originally 
the first agent probably would have se- 
cured the entire $100,000. 


How to Qualify Most Risks 


__Dr. Dingman said an agent. can qual- 
ily three out of four risks if he will 
answer three questions about the ap- 
Plicants : (1) Is he all right physically; 
(2) is he all right financially; (3) is he 
all right morally (ethically)? Inevitably 
there is a fourth question that must be 
answered. If it is not answered by the 


| agent it will be by the home office. That 


question is: Why is the applicant ap- 


| plying? This is the matter of insurable 


Dingman said the agent can 


' qualify nine out of 10 risks if he will 


learn to answer two additional triads of 
(1) Racial history; (2) fam- 
(3) personal history. Un- 
latter comes: (1) Medical 
(2) home (environment); (3) 


ily history; 
the 
(health) ; 
habits. 

athe third triad is: (1) Occupation; 
(2) finances; (3) recreation, including 


tendencies to aviation and military ac- 
tivities, x 


Gives Agent the Advantage 


P An advantage of knowing these ques- 
tons which the home office will ask 
_ answer calling on the risk is that 
the agent will be in a superior position 
og soliciting. He will be able to 
_ the prospect about his heart, 
= a pressure, drinking, gall bladder, 
i he love to talk about their ail- 
0 dr. Dingman said. It is human 
ature. A discussion of the medical 
will , " 
Pay the agent to learn as much as 
© can about the prospect’s medical 
condition before calling. 
Another thing which the agent should 
- in ae is that he either must sell 
poli puicant on accepting the kind of 
5 the agent can secure for him, or 
Ist sell the home office on the appli- 


cant. Home offices, Dr. Dingman said, 
are notoriously “tough” and hard to 
sell. It is much better for the agent 
to make the decision in advance that he 
will sell the applicant. This decision 
must be made on every application that 
is written. 

An agent does not have to be a doc- 
tor to talk about medical matters. All 
that is required is ordinary sense. 


Home Office Deals in Averages 


In making appraisal of a risk the 
home office does not determine how 
long the particular risk will live, but 
rather how often he will die, on the av- 
erage. That is, an examiner looks at 
the particular risk, multiplies him by 
1,000, divides by one-tenth of 1 percent 
and has the average picture of the in- 
dividual risk. 

Prospects are vitally interested in 
this, Dr. Dingman said. When an ap- 
plicant objects to paying an extra 
premium for an impairment, Dr. Ding- 
man said, a little ingenuity will develop 
the right answer. For instance, in the 
case of an overweight, it can be pointed 
out that he pays extra for his clothing, 
food and other essentials; therefore, he 
should expect to pay extra for his in- 
surance. 

A good way to present overweight is 
that six pounds of extra flesh represents 
five miles of extra blood vessels. 

“Prospects are on the defensive more 
than you think they are,” 
mented. 


Large Proportion of Hypertension 


Overweight is closely associated with 
blood pressure. Dr. Dingman said peo- 
ple today do not eat so much as their 
forefathers, for which fact credit prop- 
erly should be given the women, who 
insist on being streamlined and impress 
their men with the same idea. He said 
15 percent of adults have hypertension, 
it is estimated, and 25 percent of the 
deaths after 40 are due to this cause. 
It has taken years to find out what the 
deviation in blood pressure reading 
means. 

Tobacco is going to be recognized in 
future as- far more harmful than it is 
today. “You are going to be surprised 
in the next few years at the reports you 
will get on the baneful effect of to- 
bacco,” he said. If the applicant has 
a predisposition towards high blood- 
pressure he is likely to be more harmed 
by tobacco. 

Companies like the underweights and 
low blood pressure applicants unless 
there are some debilitating factors, and 


especially inclination to tuberculosis. 
However, they are satisfied in such 
cases with a good family and personal 
history. 


“You don’t see any stout veterans in 
the G.A.R. parade,” Dr. Dingman said. 


Comments on Aviation Risks 


Interesting comments were given on 
selection in relation to aviation. For 
17 months the commercial airlines went 
without a passenger fatality. Then re- 
cently there have been about six ter- 
rible accidents, Dr. Dingman said. 

Some fine statistical information on 
the aviation risk is now available. It 
is found the mortality factor for travel 
on commercial airlines is about 1% 
cents per $1,000 pure premium for 
passengers. If it is a company plane 
operated privately, the pure premium 
jumps to 4 cents per $1,000; if a char- 
tered plane, 6 cents; if pleasure flying 


he com-- 


These 
Dr. 


with an amateur pilot, 20 cents. 
are very authoritative estimates, 
Dingman said. 

He noted that airline pilots had a 
fiying mortality of 24 cents per thou- 
sand pure premium on top of the ordi- 
nary mortality in the early 30’s which 
due to improved equipment and opera- 
tions dropped to 14 cents, then to 10 
cents. Even so, he said, if a company 
insures airline pilots, it must figure on 
10 extra deaths per thousand annually, 
so if it is insuring each of the pilots 
for $1,000, it must secure $10,000 addi- 
tional or $10 extra per individual. 

A factor which may affect the situa- 
tion is that of the 2,000 commercial air 
pilots in the United States today many 
are in naval or military reserve and are 
being called into the service. The air- 
lines are bringing along their associate 
pilots, co-pilots or juniors as fast as 
possible to fill the gap. This probably 
will constitute an extra hazard in com- 
mercial air travel for a time, Dr. 
Dingman said. 

The government is in a program of 
training 45,000 pilots and plans to have 
50,000 airplanes by 1945. Each will have 
two pilots and in addition the observa- 
tion and bomber planes will need crew 
men, the larger planes at least three in 
the crew. This program will mean a 
minimum of 100,000 pilots and 300,000 
crew men, Dr. Dingman said. In addi- 


tion every plane will call for 30 service 
men. 

Aviation, therefore, will play a much 
more important part in future in life in- 
surance selection. He said 5 percent 
of the U.S. aviation personnel today 
are women and 95 percent college men. 

B. N. Woodson, director of service 
Sales Research Bureau, gave his talk 
on “Effective Speaking.” He said it is 
important what the agent says and how 
he says it. Factors are ideas, sequence, 
words used; verbal and physical deliv- 
ery, and the spirit employed. The ob- 
jective should be to present ideas con- 
cisely that will persuade the person to 
buy, and in the main, to talk about 
things in which the person is interested, 
rather than those in which the agent is 
interested. 

P. B. Hobbs, agency manager Equi- 
table Society, presided. Attendance at 
the Saturday forums has been about 700 
agents weekly. 

The speakers Saturday will be J. E. 
Way, Penn Mutual Life; S. J. Robin- 
son, direct mail expert, and A. R. Jaqua, 
associate editor “Diamond Life Bulle- 
tins.” Mr. Way will talk on “Effective 
Telephone Usage,” Mr. Robinson on 
“Importance of Letter Writing,” and 
Mr. Jaqua on “A Life Insurance Agent 
Reads the News.” C. J. Zimmerman, 
general agent Connecticut Mutual Life, 
will preside. 








Important to Know Ways of 
Establishing Proof of Age 


How to go about establishing proof 
of age has been outlined by W. W. 
Skinner, mathematical department of 
Mutual Benefit Life, in the January 
issue of the company’s magazine, “The 
Pelican.” He said that it is becoming 
increasingly important to be able to 
definitely establish ages and birthdates. 
He said the need arises from social 
security requirements, wider use of life 
insurance to provide income and more 
interest in the purchase of annuities. 
Many people do not know how to go 
about securing proof and it is always 
wise for the agent to be able to help 
his client with this service. 

The filing of birth records is now 
compulsory in the United States and 
Canada, but unfortunately, Mr. Skinner 
points out, this was not always the case. 
Information as to whether a birth is 
on record may be obtained by com- 
municating with the Bureau of Vital 
Statistics in the capital of the state in 
which the birth occurred or the regis- 
trar general at the seat of the provincial 
government in Canadian provinces. 
There are some exceptions such as New 
York City, where records are not avail- 
able in Albany, and in states such as 
Maryland, where the bureau is located 
in the principal city and not the capital. 
English birth records are available in 
normal times, but records of births in 
continental Europe are difficult to locate 
at any time, and, under present condi- 
tions, are probably not at all available. 

When no public record of birth can 
be obtained, Mr. Skinner said that it is 
advisable to look to one or more of the 
following sources: Church or baptis- 
mal records, family Bible records, mar- 
riage records, census records, this 
source being of particular value to any- 
one who was living in the United States 
on or before June 1, 1900, as the 1900 
census was the one in which the enu- 
merators recorded the month and the 
year of birth in addition to the age; 
immigration records, from which no 
information will be forthcoming unless 
the source be the immigrant or his 





heirs, administrator or executor, and 
which must be accompanied with the 
full information of the immigrant’s 
place of birth, place and date of arrival 
in the United States, the name of the 
ship and whether he is now a natural- 
ized citizen or an alien. 

Other sources of less value, but 
useful as confirmation or other evi- 
dence, are: Army and navy records, 
passports, school and college records, 
employment records, savings bank rec- 
ords, club records, hospital records, 
civil service records, confirmation rec- 
ords, motor vehicle department records 
and fraternal society records. 

Some states will accept affidavits 
from a parent or relative and make a 
card record of a birth which may have 
occurred a great many years ago. A 
birth certificate may then be secured 
based on the delayed registration, but 
it is obvious that such a certificate can 
serve as proof of age no better than 
the evidence upon which the records are 
based. 

It should be remembered that when 
the evidence submitted shows the 
maiden name of a married woman, 
under such circumstances, the evidence 
can not always be tested without proof 
that it relates to the person named in 
the contract. The proof may be fur- 
nished by means of a written statement 
reciting that the person named in the 
document submitted changed her name 
by marriage and it is the person named 
in the contract by her maiden name. 
When a marriage record is submitted 
this point is covered automatically. 





“Life insurance appeals powerfully to 
the typical American for the good and 
sufficient reason that it enables him to 
do many of the things he most wants to 
do. He uses it to build an estate for his 
family. He uses it to give his children 
a better opportunity than he himself had. 
And he uses it to bring nearer the day 
when he can close his desk, put on his 
hat and live on his self-earned income.” 
—J. A. Stevenson. 
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Company Statements Show Great Gains 


(CONTINUED FROM PAGE 2) 





mortgages had interest payments more 
than 30 days past due and such inter- 
est was not included. 

Agency Vice-president Lee Cannon 
told the directors that the most impor- 
tant gain of the year consisted of an 
increase of 39 percent in the number 
of agents making a living and a 42 per- 
cent increase in number of men mak- 
ing better than an average living. 


FARMERS & BANKERS LIFE 


Farmers & .Bankers Life in its new 
statement reveals assets of $13,180,498 
as compared with $12,866,122 at the end 
of the previous year. Holdings of gov- 
ernment bonds have increased about 
$600,000, real estate now amounts to 
only $583,701, a decline of about $900,- 

Policy reserves amount to $10,396,571, 
a gain of about $700,000. Capital is 
$300,000 and net surplus $475,000 as 
compared with $449,560. 

Insurance in force stands at $58,469,- 
056, a gain of about $900,000. 


BOSTON MUTUAL LIFE 


Boston Mutual Life increased its in- 
surance in force $4,737,258 to a total 
of $94,660,449 on 291,956 policyholders. 
Assets gained 7 percent to $14,966,280. 
Surplus increased $60,000 to $737,000. 
Income exceeded disbursements by 
$956,907. The company paid policy- 
holders and beneficiaries more than $1,- 
768,000 during the year. Dividends to 
policyholders will be the same in 1941 
as last year. Directors voted to insti- 
tute dividends on the retirement fund 
policy, a form made available in 1940. 
The company has provided $245,000 for 
dividends in 1941, the largest in history. 

Boston Mutual Life is celebrating its 
golden anniversary this year. Organ- 
ized in 1891, it has 33 branch offices 
in New England, including 12 in the 
Boston area. 


—_— 


DOMINION LIFE 


Dominion Life enjoyed a most suc- 
cessful year in 1940, with substantial 
progress in all departments. Assets in- 
creased by more than $2,600,000 and 
now exceed $46,500,000. Payments to 
policyholders and beneficiaries totaled 
$3,545,391 of which 67 percent was paid 
to living policyholders. 

Insurance in force including retire- 
ment annuities amounts to $188,368,428, 
increase $3,166,228. Reserves are $38,- 
381,000. The market value of securi- 
ties exceeds by a considerable margin 
the value shown in the statement. 


— 


MUTUAL LIFE 


Life attained new 
high records in its 35th anniversary 
statement. Insurance in force totals 
$67,040,104, a gain of $2,256,160; assets 
rose to $20,036,925, increase $1,219,554. 
Interest return was 3.94 percent. 

Surplus now exceeds $1,500,000. 
Payrrents to policyholders and bene- 
ficiaries since the company’s founding 
passed the $20,000,000 mark during 
1940. 

Oregon Mutual Life had a net return 
on investments of 3.94 percent which 
is an excellent showing in the light of 
today’s investment market. 


— 


OLD LINE LIFE 


Old Line Life, Milwaukee, recorded 
substantal gains in assets, reserves, life 
insurance in force, and accident and 
health insurance. Assets increased 
$811,603, reaching $23,440,201. They 
exceeded policy reserves and other lia- 
bilities by $2,187,783, equal to $1.10 of 
assets for each $1 of liabilities. Assets 
were 35.84 percent cash and bonds 
(bonds exceeded book value by $250,- 
811); 34.92 percent in mortgages; 10.04 
percent in policy loans; 17.05 percent 
real estate. Policy loans decreased 
$234,750, while policy reserves in- 
creased $721,037. 

Life insurance written 


OREGON 
Oregon Mutual 


was $8,433,993, 


an increase of 9.63 percent compared 
to 1939. Insurance in force was $82,- 
607,855, a gain of $2,250,816. Accident 
and health premiums increased 67 per- 
cent. Payments to policy owners and 
beneficiaries were $2,155,154, total pay- 
ments since organization amounting to 
$24,932,195. 

WISCONSIN NATIONAL LIFE 

Admitted assets of the Wisconsin Na- 
tional Life amount to $9,968,984, a $479,- 
419 increase. Reserves increased $448,- 
252. Life insurance in force increased 
$1,202,398, accident and health  pre- 
miums advanced $22,451, and number of 
policyholders increased to 34,875. 
PROTECTIVE LIFE 

Insurance in force for Protective Life 
of Birmingham, Ala., increased $11,709,- 
916, to $132,335,592. Assets gained $1,- 
108,810 to a total of $13,249,079. Policy- 
holders and_ beneficiaries were paid 
$1,651,642 during the year. Since 
founded in 1907 Protective Life has paid 
policyholders and _ beneficiaries more 
than $33,500,000. 

Premium income was $3,033,658, an 
increase of some $300,000. Total income 
was almost $4,000,000. Policy reserves 
were $10,643,801, an increase of $872,- 
748. Total surplus funds were $656,- 
397, an increase of $45,059. 

Sales of ordinary increased 26.3 per- 
cent and sales of group 58 percent. 
Southern companies, said President W. 
J. Rushton, now are writing more than 
half the business being produced in the 
south. 


—_~ 


INDIANAPOLIS LIFE 


Indianapolis Life made _ substantial 
gains in 1940. Insurance in force in- 
creased $3,712,455 to $114,767,904. As- 
sets increased $2,140,922 for a total $26,- 
144,751. Surplus increased $151,129, 
making the total $1,663,435. Payments 
to policyholders and beneficiaries were 
$1,718,007. Of this amount $617,027 was 
paid in death claims and $1,100,979 to 
living policyholders. 

The largest item in the assets is first 
mortgage loans totaling $10,296,134 of 
which $3,972,661 are under the F. H. A. 
plan. The quality of the mortgages is 
indicated by the fact that delinquent in- 
terest on $10,296,134 of mortgages was 
less than 1/15 of 1 percent of principal. 
Market value of bonds exceeded state- 
ment value by $479,873. 

Mortality decreased, and the lapse ra- 
tio was the lowest in history. 

The five leading states for the com- 
pany in new business were Indiana, IIli- 
nois, Texas, Ohio and Michigan. The 
number of men payiug for over $100,000 
of new business was 32 percent greater, 
and the average production per man in- 
creased. 


NORTH AMERICAN LIFE OF CHICAGO 


North American Life of Chicago in 
its new statement shows assets of $13,- 
363,559, an increase of $232,799. Policy 
reserves amounted to $11,943,943 and 
capital-surplus is $816,595. Insurance in 
force is $69,481,375, an increase of $2,- 
256,132. New business paid for was 
$10,442,577, which was an increase. To- 
tal payments to policyholders since or- 
ganization are $25,287,758. Total in- 
come was $2,498,510. Mortality ratio 
was 51 percent of expected. 


COUNTRY LIFE 


Business in force of the Country Life 
of Chicago gained $15,211,506 in 1940, 
to more than $153,500,000. Assets were 
$12,885,501, compared with $10,674,578 
for 1939. Net policy reserves were up 
to $9,270,350, from $7,736,258. Canital 
remained at $200,000. Policyholders’ 
surplus was $1,773,028, compared with 
$1,401,144. 

Total income was $3,635,338 against 
total disbursements of $1,506,488. Mor- 
tality was 22.8 percent in 1940, the ninth 
consecutive year in which it was under 
30 percent. 


Superintendent Lucas Raps 
“Insurance Counsellors” 


In a letter to the Better Business Bu- 
reau, Kansas City, complimenting it 
upon its cautioning policyholders with 
respect to “counsellors,” ‘“Superintend- 
ent Lucas of Missouri said: “It is the 
opinion of the Missouri department that 
policyholders are interfered with and 
eventually damaged by these so-called 
insurance counsellors. They are inter- 
ested in making a fee and usually charge 
a percent of the money recovered under 
an insurance policy. Usually they ad- 
vise policyholders to surrender present 
policies and get the cash value, then to 
purchase less expensive policies and 
thereby have some cash left. 

“Ordinarily this is unsound advice to 
a policyholder, and that is the reason 
the Missouri department looks with dis- 
favor upon insurance counsellors as a 
whole. 

“Many of these counsellors have 
grown rich at the expense of policy- 
holders who were perfectly satisfied until 
they sought advice, and in the end the 
policyholder suffered and the counsellor 
profited. Such a practice is detrimental, 
not only to the policyholder, but to good 
insurance practice.” 


Philadelphia Congress Friday 

PHILADELPHIA—A record-break- 
ing attendance is expected by the Phil- 
adelphia Association of Life Underwrit- 
ers at its sales congress on Friday after- 
noon. 

Speakers are Claris Adams, president 
Ohio State Life; C. J. McCole, district 
manager Mutual Life of New York, 
Wilkes-Barre, Pa., and I. S. Kibrick, 
New York Life, Brockton, Mass. 
Messrs. McCole and Kibrick are making 
repeat appearances by special request. 


J. D. Moore has been appointed Waco 
agency manager of the Kansas City Life 
by O. Sam Cummings, Texas state 
manager. 


Phoenix Includes Air Risk 
in Double Indemnity 


Phoenix Mutual Life announces a jp. 
eral extension of the coverage provided 
by the accidental death benefit in jt; 
policies. All policies will now include 
passengers traveling on scheduleq 
flights of regular air lines, wherever the 
policyholder may go. 

Following its practice of extending to 
existing policyholders, so far as possible 
the advantages of any improvement jp. 
cluded in its latest contracts, the new 
benefits will apply to all present policy. 
holders who have the accidental death 
coverage. The company will furnish 
amendments to existing contracts for 
double indemnity. 


Cobum Sees Insurance Cost Rise 


Arthur Coburn, vice-president South- 
western Life, Texas, addressed the 
Waco, Texas., Rotary Club and the 
business school of Baylor University, 
He stressed that Americans must ex- 
pect higher taxes because the federal 
government must have money to pre- 
pare for defense, and he expressed the 
opinion that the people will welcome the 
taxes as a means of keeping war out of 
the United States. 

He warned also that the cost of life 
insurance probably will rise because of 
the taxes on the companies. He said 
he does not fear uncontrolled inflation, 
but that due to the great amount of 
spending there will be probable changes 
in the value of the dollar. 


Van Keuren Named at Columbia 


Frank Van Keuren has been appointed 
general agent in Columbia, S. C., by 
the Atlantic Life. He has been con- 
nected with Atlantic as supervisor and 
for the past year has been in charge of 
the office there. He has been in the life 
business ten years. 

There will be no changes in the per- 
sonnel of the local office, Mr. Van 
Keuren announced. 

















WISCONSIN 


450 rooms- each a unit in a great 
house of hospitality. In the very 
center of the retail shopping and 
theatre districts. Air conditioned 
Coffee Shop and Cocktail Lounge. 
Garage and parking lot adjacent. 


Owner operated by Milwaukee 
Hotel Wisconsin Company 
Lewis S. Thomas, Manager 
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An Agency Manager of ‘one of the large 
eastern companies refers to The Diamond 
Life Bulletins as his “right arm”. 


bk sending in his files for re-checking, he says: 


“Get my Bulletins back to me ina hurry. In this office 
we have come to look upon them as our right arm.” 


Eighty Managers of this company have used The Diamond 
Life Bulletins, both the Salesmanship and Statistical Sections, 
since Coolidge’s first term. 


If you want to lighten your work in the strenuous days ahead; 
if you could use another “good right arm” to get things done and 
done right, ask on your own stationery to have us send you the 
only complete Agency Library on the market. Use it 30 days at 
our expense. : 


This Library of eleven large loose-leaf volumes contains six 
thousand five hundred pages—two major divisions: The Statisti- 
cal Service giving up-to-the-minute information on Premium 
Rates, Dividends, Cash and Loan Values and Company Prac- 
tices. The Salesmanship Section, treating practically every Life 
Insurance selling problem. All this basic information is kept 
constantly up-to-date by supplements sent to subscribers every 
month. 


You will be amazed at the wealth of information that we have 
compiled about your business. The Diamond Life Bulletins are 
coming to be recognized as standard Agency Equipment in most 
offices. 


THE DIAMOND LIFE BULLETINS 


420 EAST FOURTH STREET 


CINCINNATI, OHIO 




















Thirtieth anniversary dinner honoring William J. Graham, vice-president, Equitable 
Society: 

Left to right: Mr. Graham; Fred S. Goldstandt, New York manager who was toast. 
master, and Thomas I. Parkinson, president. 


A 


The luncheon of the Salesmanship Club of Dallas at which H. J. Johnson, president 
Institute of Life Insurance, spoke was a special feature of the Texas sales congress in 
Dallas. Left to right, standing: C. E. Seay, Southland Life, luncheon co-chairman; 
J. A. Monroe, Jr., Great National Life, president Dallas Association of Life Under- 
writers; and Mr. Johnson. Seated: Mayor Rodgers of Dallas; and Sam Dickinson, 
Dallas local agent and president of the Salesmanship Club. 





F. J. Anderholm, Duluth district manager for Reliance Life, was presented with a 
silver trophy as one of the national leaders at a luncheon in Minneapolis. Presentation 
was made by John F. Johns, superintendent of agencies. Left to right: Mr. Aderholm, 
J. P. Troop, Minnesota state manager, and Mr. Johns. 


Left to right: J. P. Costello, Southwestern Life, chairman of the Dallas Association 
of Life Underwriters’ sales congress committee and O. Sam Cummings, Texas general 
agent Kansas City Life and past president of the National association, who was host 
at a cocktail party at his home in Dallas honoring sales congress speakers. 


Posed with President James L. Loomis 
of the Connecticut Mutual Life are those 
who received recognition at the Holly- 
wood, Fla., general agents’ conference for 
outstanding organization work during 
1940. Standing left to right are: C. F. 
Merrifield, Portland, Ore.; E. F. White, 
Dallas; President Loomis; N. B. Maddox, 
Atlanta, whose agency won the trophy; 

Thompson, Hartford; and R. H. 
Houchin, Huntington. The Atlanta agency 
had been under the leadership of Mr. 
Maddox from 1933 until recently when he 
resigned as general agent to become vice- 
president and director of the First Na- 
tional Bank of Atlanta. 





